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eA GAIN— 
RED GOosE SHOES 
Led The Easter Parade 


Heapinc the Easter parade for 
1938 was the “Red Goose” line. 


This was not at all a new situation, as 
this line has enjoyed this distinction on 
many occasions over a period of years. 


Likewise, this was not a surprising 
situation because the modern styling 
shown in popular leathers and combina- 
tions, together with comfortable fitting 
qualities, qualifies the “Red Goose” line 
to take the lead. 


“Red Goose” shoes are decidedly 
popular, too, for their ALL-LEATHER 
construction, which provides extra 


service. 


During the remainder of the Spring 
and Summer seasons those dealers who 
do not now feature “Red Goose” shoes 
are afforded an opportunity to enjoy the 
great merchandise satisfaction of this 
line of outstanding features. “HALF THE FUN 


HAVING FEET” 
—@@ post card will bring our salesman to your store. © 


ERIEDMAN- SHELBY 


INTERNATIONAL SHOE CO. 


SHOES 


OF THE trade 


WE have often wondered why it 
is that retail ads to children are so 
serious and so filled with foot 
alarms; and written for parents to 
read . . . when all the world 
knows that children at the age of 
two begin to read the comics and at 


A COMIC STRIP_ON 
SHOES 


the age of five read the advertise- 
ments and get the money to buy 
what they want when they want it 
(for even if shoe men do continue 
to think that adults buy children’s 
shoes, the fact remains that chil- 
dren buy with adult’s money). 
The question has come up— 
should the Sunday comics be funny? 
The majority of the comic strips 
are given over to fight, arson, theft, 
domestic quarrel and a thousand 
tribulations capped by murder on 
every page, weekly. That’s the sort 
of stuff the children are being fed, 
which leads us to the reason why 
we wrote this squib. . . . We saw 
a dozen copies of the Philadelphia 
Inquirer on the table in a small 
Cape Cod general store. They were 
selling freely for 15c. and it mat- 
tered little whether the dates were 
a month old, a week old or yester- 


day. The reason—60 pages of 


comics. 

If the funnies have such a hold 
on the juvenile mind, why not use 
them to sell the adventure of shoes 
for it does seem a pity to sell 
fears and fallen arches and meta- 
tarsals to a child at an early age. 
Shoes can be thrills and joys and 
going places. 
eBAMES A. FIKANY of Carbon- 
dale, Pa., shoe merchant, shoemaker 
and shoe inventor, had the thrill of 
his life when he received an invita- 
tion from the First Lady of the 
Land to appear at the White House. 

Mr. Fikany was able to correct 
a slight foot discomfort by making 
two pairs of shoes incorporating his 
adjustable bow-spring arch. Mr. 


Fikany’s sons, Joseph and Faye, 
were told by Mrs. Roosevelt: “I 
have just told your father these are 
a perfect fit. They are everything 
he promised them to be. They’re 
marvelous and I feel as though I’m 
walking on air.” 

The Fikanys left the White House 
with orders for a half dozen addi- 
tional pairs of shoes. 


[19] 


WALDEMAR KAEMPFFERT, 
writing on “Current Developments 
in Science” in the New York Times 
of Sunday, says: 

“In the University of Rochester's 
Medical School is a gait laboratory. 
Here reigns Dr. R. Plato Schwartz, 


whose main interest in life is feet in 
motion—horse’s feet, dog’s feet, but 
chiefly human feet. To him legs 
and feet are machines, which, like 
other machines, can be and should 
be studied in the minutest detail, 
not just in rest but in action. 

“The Rockefeller Foundation sup- 
plied the money to conduct Dr. 
Schwartz’s early researches. A 
Rochester shoe manufacturer later 
contributed $150,000. 

“‘T wanted an instrument which 
would do for the foot what the 
electrocardigraph does for the hu- 
man heart, says Dr. Schwartz. 
‘Something which would both indi- 
cate how we walk and which would 
record the part that each little bone 
plays. Something which would 
make a record that could be 
studied.’ ” 

(The shoe manufacturer men- 
tioned was W. F. Washburn, vice- 


[20] 


president and general manager of 
D. Armstrong & Co., Inc., of 
Rochester, New York.) 


* * 


BBIRD cages everywhere! Can any- 
one explain the similarity of win- 
dow ideas this season? Practically 
all of the outstanding windows in 
the City of New York had for their 
pre-Easter motif, bird cages. . . . 
Retail advertising in similar art 
work. The shoes were shown within 
and without the cage. 

What association is there between 
a bird cage and the purchase of 
goods? Is it the release of Spring 
or an escape from reality? What- 
ever it is, we are glad we are over 
the bird cage period in window pro- 
motion. With a thousand and one 
ideas for the opening of Spring, it 
does seem strange that all minds 
should have hit upon that one 


motif. 
* * * 


S6CWVHAT Shall We Do To Be 
Shod?” is the headline on a shoe 
page presented by the Los Angeles 
Examiner to the shoe industry. The 
text tells: 


“Qld shoes are very nice to use 
at June weddings. (‘Now for good 
luck, cast an old shoe after me.’) 
But new shoes are very nice, too— 


and right at this very moment is a . 


good time to think about new foot- 
wear—sports shoes, dancing slip- 
pers, oxfords, pumps, cruise shoes, 
walking shoes, hunting boots, rid- 
ing boots—every kind of boot and 
shoe that ever was. 

“Shoe stores and shoe depart- 
ments are ready with new footwear 
for a hundred thousand twinkling 
feet. Old boots must be given their 
walking papers. Fashion says ‘shoo, 
shoo’ to footwear modes of yester- 
year. Now is the time to refit your 
feet. And Los Angeles stores can 
tell you what to do to be shod. 

“DON’T POSTPONE LIVING— 
MAKE 1938 A HAPPY YEAR.” 
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—G. Lynn Sumner, well-known New 
York advertising agent, in a re- 
cent talk before the Dotted Line 
Club of New York City, made this 
statement: 

—The sales person in a retail or depart- 
ment store can make or break a line 
of merchandise, a franchise, or a 
trademark. POINT-OF-SALE is the 
most delicate and valuable contact in 
the whole scheme of merchandising. 

—BOOT AND SHOE RECORDER 
is a perfect "natural when it 
comes to POINT-OF-SALE influ- 
ence because Boot and Shoe Re- 
corder penetrates the retail and 
department stores of this country 
as no other shoe influence does. 

—BOOT AND SHOE RECORDER 
has 12,500 retail and department 
store subscribers. 

—It has been conservatively esti- 
mated that approximately 32,000 
sales people are employed in Re- 
corder stores. 

—lt has been equally as conserva- 
tively estimated that each sales 
person contacts not less than five 
customers a day; or a total of 
160,000 per day. 

—lt is very easy therefore to com- 
pute a total of 50,000,000 con- 
sumers that are influenced by 
RECORDER-Reading sales people 
during the course of a sales year. 

—These figures may seem bizarre— 
but BOOT AND SHOE RE. 
CORDER'S influence at POINT- 
OF-SALE is a known fact and from 
that point on it does not require 
an expert mathematician to build 


our case. 


6 


President 


NO store has captured the imagin- 


ation of the public better than Lord 
& Taylor—from its Christmas dis- 
play of big, golden bells in the 
window and in merchandise, to its 
Easter interior display of fresh 
flowers on every counter and every 
platform on the main floor of the 
store. There were gardenia plants, 


potted tulips and big bunches of 
lillies in square glass containers. 
The store was fragrant with this 
reality in flowers. 

It just shows you that a store 
can be naturally colorful, simple 
and normal and achieve distinction. 

* * 


EDDIE COHEN of Bonwit Teller’s 
has caught the spirit of the day and 
has given a fashion slant to the idea 
of “looking up.” He launches— 

“ ‘Pattens’—five-eighths inch sole 
shoes. This Spring there’s no 
smarter line than the ‘up’ look. 
Upped coiffures. Upped waistlines. 
The very soles of your shoes are 
upped. ‘Pattens’ are day or evening 
shoes with the excitement and lift 
of a thick sole. Chic continental 
women have their own bootiers 
build their thick-soled slippers. In 
America, Bonwit’s is your bootier 
... with a whole beautiful series of 
these all ready to wear.” 


SAM EMMETT anticipated a tre- 
mendous demand for open toe san- 


dals this Spring and Summer, so he 
opened a special sandal shop in 
Krauss’ shoe department in New 
Orleans. The shop is complete in 
itself, with nothing but sandals sold. 
Every conceivable color combina- 
tion is available in the 75 or more 
patterns. Only about two have 
“closed” toes. 

EDWARD BROWNSTEN of the 
Park Shoe Company at Bedell’s, De- 
troit, Mich., says: 

“Would it not be possible to form 
some national organization to in- 
clude retail merchants, manufac- 
turers, and tanners of better mer- 
chandise to contribute into a fund 
devoted exclusively to advertising 
and educating the public in the 
value, economy, style, what goes in- 
to good shoes, and many other in- 
teresting features, to make the 
women of the country ‘better-shoe- 
conscious?’ 
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“If tanners, manufacturers, and 
retail merchants will continue to 
sit back and do nothing, we will see 
the future women of this country 
with $3.00 and $4.00 shoes as an 
acceptable price and $5.00 as a 
top price. 

“Another thing that is not right 
in our business is the lack of co- 
operation between retailers, manu- 
facturers, and tanners regarding 
color. For instance, this season, 
dozens of shoe ads appeared on tan 
shoes and no two were alike in 
naming the color. Colors adver- 
tised were Parisand, Lido Sand. 
Paris Tan, Italian Tan, and other 
fancy names, yet the color was all 
the same. Why can’t the tanners 
and manufacturers name a color 
and promote it nationally and also 
issue color charts to help the sales- 
men at the fitting stool to sell shoes 
more intelligently by suggesting 
certain shoes with certain color 
clothes. A color chart of this kind 
would help sales considerably and 
reduce a lot of resistance in selling.” 

* % 


THE commercial mind is most 
clever. It can find a way to cir- 
cumvent laws—and how! Under the 
Feld-Crawford Act the manufac- 
turer has a right to establish the 
retail price and it must ‘not be 
violated. This law is mostly opera- 
tive in the book business—so that 
a nationally popular book sells at 
$3.00 in the smallest and the larg- 
est stores. There is no “loss leader- 
ing” under the law. 

But along comes a clever idea of 
organizing a Book Club. There are 
no fees for joining. You simply 
enroll. Then, when you buy four 
books within a year, you earn an 
extra book in the form of a divi- 
dend. The price hasn’t been cut— 
“commercial ethics.” You simply 
have been presented with a book 
and there’s nobody in the world 
who would stop you from making 
a present. So that’s the way it is. 


* 


DEAF mutes in industry have an 


_ important place, says a shoe manu- 


facturer, who in the noisy New. 


York district has found production 
has increased 20 per cent “because 
the noise doesn’t bother them.” 


Furthermore, there is no compeli- 
lion in conversation between them 
and other workers and where there 
are machines that have an element 
of physical danger in them, close 
application of the deaf mute to the 
work reduces liabilities. He recom- 
mends : 

“If you have a departmental 
problem of getting out the work, or 
danger through distraction, get in 


touch with the deaf and dumb in- 
stitute closest to your factory and 
you will be rendering not only a 
social service but benefiting your 
business as well. For communica- 
tion with the deaf and dumb worker, 
try to pick a lip-reader rather than 
one who must be communicated 
with through manual dexterity.” 
* * 


WALKER T. DICKERSON of the 
Walker T. Dickerson Company, 
Columbus, Ohio, says: 

“There are three profit selling 
seasons. 

“Let’s add the vacation season to 
our scheme for successful shoe re- 
tailing at a profit! For years we 
have recognized the Spring and 
Fall selling seasons as the only 
profit-making periods. Why have 


relailers overlooked the possibili- 
ties offered in featuring sport, 
spectator and white shoes at a profit 
from Decoration Day on through 
the vacation period ending about 
July 15 to August 1? 

“Last year the greatest number 
of people in our history were privi- 
leged to enjoy vacations and we all 
know that a well-earned vacation 
softens the memories of the ‘daily 
grind,’ loosens up the old purse 
strings and we all get a thrill in 
buying this, that, or the other thing 
in preparing to look our best and to 
vainly strut our stuff.” 


* * 


@SCAR MEYERS, whose shoe 
store is on Hollywood Boulevard in 
Hollywood, says: 

“These Mexican woven sandals 
are the fastest-selling proposition 
that ever hit this thoroughfare. 
School girls are buying them freely 
for everyday wear; the mothers and 
older sisters are using them for 
sportswear, travel and to wear with 
their slacks. The Hollywood movie 
extra girls who only had one pair 
of wearable shoes, a pair of pumps. 
are now finding enough money to 
include a pair of the woven types. 
The huaraches are fast eliminating 
the ‘slack’ shoes as a general pur- 
pose shoe. White, beige, red, blue 
and green are all selling in the 
open toe and open heel kinds, but 
the first two named are the most 
popular by far.” 


"Do you guarantee these for the Big Apple, Truckin’ and the Stomp?" 


{21} 
| 
SS, A 
4 4 \ \ | 


FAIR skies and balmy breezes this 
year sent New Yorkers off to Easter 
service rejoicing in Spring suits and 
light coats. It was the kind of day 
that reporters—and women—dream 
about for Easter Sunday. Nothing 
spoiled this happy beginning, not 
even the fact that at noon the sky 
became overcast. Afterward, a 
chilly breeze sprang up and oc- 
casional raindrops fell. But by then, 
everyone had had a chance to see 
and be seen, and the weather wasn’t 
bad enough at any time to inter- 
fere seriously with the after-church 
parade. 

The late date of Easter plus 
the warm weather brought out 
many more new Spring outfits than 
a year ago. Very few old shoes 
were seen. 

In view of much talk about more 
color in costumes—and there was 
plenty of it to be seen—it was in- 
teresting to note that the smartest 
costumes were still black or navy 
blue. Occasionally one saw a very 
well-dressed woman wearing color 
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-—beige or wine, mustard yellow or 
olive green, or perhaps a combina- 
tion of two lighter blues. 

But, in general, the women with 
the greatest chic wore black or 
navy with a touch of white. This 
sometimes included a white hat, a 
smart new note. Flowered toques 
and sailors were favorites in hats— 
every one, of course, with a veil. 
Silver fox still led in furs. 

The same ‘color story can be told 
of shoes. Black patent leather, with 
pinhole perforations, was tops for 
chic in open-toed, moderately low 
stepins worn with black or blue cos- 
tumes. There were, of course, pump 
patterns in patent, but the first type 
was far and away the newer and 
more important. 

After black "patent, blue in kid, 
calf and gabafdine dominated the 
picture and was seen in all price 
ranges and patterns. It was definite- 
ly brighter than last year’s blue and 
a real Parisian Blue in the higher 
price brackets. The same color in 
patent leather was worn by two 
very smart girls whom 
the writer observed. 
Very lovely looking 
and perhaps prophetic 
of more colored pat- 
tent leathers later on. 

Copper tan was 
seen as a volume 
color in calf, with 
hat, sometimes with 
bag and gloves, and 
even belt and bouton- 
niére, all to match. A 
good example of 
overdoing the match- 
ing of accessories. 

The terra cotta and 
wine berry shades 
were noted in a few 
of the lower priced 
shoes and accessories 
and again in a very 


Gabardine shoes the 
choice of Miss Helen 
Kiendl and Miss Peggy 
Powers. Such lattice 
effects for oxfords and 
c cut-outs for 
pumps were favorite 
trimming details. 


EASTER And SUNSHINE 


few expensive ones. They were 
beautiful in the latter and skilfully 
blended with the colors of the cos- 
tumes. 

Brown looked very smart in a 
few shoes worn with expensive 
beige outfits. In the lower price 
brackets a combination beige and 
brown shoe was the favorite for 
some beige costumes. Gray and 
green were negligible. Not more 
than three or four ombré or multi- 
colored shoes were seen. 

In patterns sandalized stepins 
were ahead of everything—even 
pumps. Open toes—usually very 
small—were everywhere, some with 
open backs as well. In fact the lower. 
lighter line was the dominant note. 
This meant either pumps or slight- 
ly higher fronts opened up by the 
use of cross straps, bands or lattice 
work. A few pretty ghillie effects 
also carried out the opened-up 
theme in patent and smooth leathers. 

Trimmed pumps were unusually 
dainty, especially with little bows. 


Many of them were in blue calf, kid 


or gabardine, trimmed with smooth 
leather. Several flat-heeled, square- 
toed pumps with square tailored 
bows looked very smart and young. 

Generally speaking, this season is 
noteworthy for the increased use of 
smooth leathers. Gabardine is being 
worn, but less than last year. A lit- 
tle suede is seen, even a little mesh, 
and an occasional lizard, alligator 
or python shoe. 


Boston Business Shows Increase 


Boston shoe stores and shoe de- 
partments rolled up a pre-Easter 
business this year which was vari- 
ously described by the merchants 
themselves as “excellent,” “fine” 
and merely “satisfactory.” It de- 
pends, apparently, on the grade. 
Bargain basements and low-priced 
merchandise in general showed a de- 
cided increase, in some cases as 
much as 15 per cent; with bargain 
basement merchandise of all kinds 


‘showing an even greater increase of 


25 per cent. This increase is not 
attributed so much to a grading 
down on the part of those customers 


\ 
ae 


. 


BOOT anv SHOE RECORDER, April 23, 1938 © 


SPEED SHOE 
SELLING 


[ deal Conditions Make Fifth Avenue 
Fashion Spectacle Most Exciting in 
Years and Shoes Play Important 
Role; The Easter Parade in Review 


Right—Patent leather, open toe 

shoes, stars of the Park Avenue 

parade, worn by Mrs. William 

Kennelly, The white hat and frills 
also significant. 


Below — Bright blue  cross-strap 

shoes with flat heels, worn by Miss 

Cobina Wright to match her bright 

blue hat and the background color 
of her print dress. 


who normally buy better grades, 
but to the fact that the WPA is still 
functioning and that weekly checks 
are still going out to those who 
otherwise would be unemployed. 
Then, too, welfare agencies of all 
kinds have swung into action re- 
cently and are passing out cash in 
many cases instead of merchandise 
bought at wholesale. 


In the medium grades it is safe — 


to say that the dollar volume of 
business was within a few per cent 
of last year at this time, which 
probably represents an increase in 
pair volume because of lower prices 
prevailing. Higher grades were 
harder hit, of course, which had 
been expected-—but here, too, the 
worst report seen showed a decrease 
of only about 10 per cent. Two 
stores selling the higher grades 


actually claimed a slight increase. 
These, however, were newer shoe 
outlets which have not yet reached 
their normal peaks. 

Fill-in orders for some of the 
more popular styles and colors- 
placed after the initial rush during 
the week ended April 9—found in- 
stock departments and wholesale 
houses unable to keep up with the 
procession, and an actual shortage 
of some types was reported by the 
middle of the week before the 
Easter holiday. One thing is 
tain—that if Boston stores entered 
the Easter season with over-heavy 
inventories, it will not take more 
than a few days of “reduced price” 
merchandising to get rid of the 
balance, leaving shelves clean: for 
the introduction of whites. Blues 
and coppers led in colors. © 
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The Daily News cameraman catches a group of spectators at 
the Easter Parade and highlights the footwear of the gi 


What They Sold for 


BREPORTS of Easter shoe business, gathered by Boot 
AND SHOE REcorDER from widely scattered retail areas, 
indicated a surprisingly favorable volume of sales. In 
fact, in a number of instances they showed gains so 
widely at variance with the commonly accepted im- 
pression of business conditions as to be well nigh in- 
credible. Once again, apparently sales in the week pre- 
ceding Easter demonstrated the fact that weather is 
likely to be the determining factor affecting the trend 
of business at this time of year. 

The three days preceding Easter were just about 
made to order to start a delayed Spring buying move- 
ment in New York and other retail centers along the 
eastern seaboard. In the metropolis the mercury 
reached 81 on Good Friday, and Thursday and Satur- 
day were also bright and clear, with the result that 
streets and shops were thronged with people. Accord- 
ingly, sales picked up to a marked degree, but figure- 
were difficult to obtain and retailers here were. loath 
to claim the sales increases announced by stores on th: 
Pacific Coast and in some other sections of the country. 

A REcorbeR survey of Eastern business in Philadel- 
phia, up to but not including Saturday, showed a very 
encouraging volume of shoe sales. Activity picked up 
sharply during the warm weather of the pre-Easter 
week and the majority of stores reported making last 
year’s figures. Comparisons with the pre-Easter week 
of last year, rather than the same calendar week of 
1937, were mostly very favorable, particularly in de- 
partments where fashion shoes were featured. 


“who didn’t make the headlines” 


EASTER 


Sales Records Showed Surprising Increases 
Over Easter Week a Year Ago and Also Over 
the Corresponding Week in April 1937—Re- 
corder Presents Telegraphic Survey of Best 
Selling Shoe Styles from Many Retail Centers 


Most stores are grouping March and April together 
for monthly comparisons, because of the big differ- 
ence in the time Easter fell this year, and by the middle 
of April most of these comparisons showed a good 
upturn. The expected 10 to 15 per cent drop had in 


amany cases been made up by Easter, and the majority 


of stores are now optimistic that the two-months period 
will show figures only 2 or 3 per cent off from last 
year, while others see every indication that a gain for 
the two months will be shown. A few stores reported 
expecting volume to be substantially less than last year, 
but they were in the minority. 

Leathers continued to show gains over fabrics in 
pre-Easter selling and black patent leather, blue calf 
and the copper tone family in leather shoes were still 
contributing the bulk of business. Copper tones have 
been so steadily in good demand they are now classed 
with staples rather than novelties or high fashion shoes 
and are being shown and sold in every type from the 
wedge shoes to high-heeled dress models. Several stores 
report white shoes starting earlier this year than was 

[TURN TO PAGE 40b, PLEASE] 


[24] 
| A 


LO MOTION 


MAKERS 


SUMMER 
| AN 
A | San AS nUMBER 
| 
\\\ 
¥ 
A BOOT 


$35 


SEVERAL years ago a new idea in style shoes was launched— 
the ventilated shoe. It was made with punched-through per- 
forations which allowed the air to circulate freely through the 
shoe. Air-conditioning had come to the long-suffering, over- 
heated foot. At the same time the use of perforations for deco- 
ration was given new importance. 

Some new ideas are born and flourish and die an early 
death. But this idea gives promise of a long and prosperous 
life. Each season sees more ventilated shoes on the market in 
more types, patterns and materials. The reason is obvious to 
anyone who has ever worn a pair. They are unbelievably cool 
and comfortable. In addition, they are attractive looking. 

The group of shoes shown here illustrates the variety of 
ventilated types on the market today. Smooth and reverse calf 
and kid, pigskin, gabardine, and mesh, and patterns from 


dress to sport—all are here. (TURN TO PAGE 44, PLEASE] 


WHEN one mentions “Summer Profit Makers” first place on 
the list goes to those items which do not kill the possibility of 
another sale. That is why the white shoe has been so dear to © © 
the heart of the shoe retailer. But, the real “honey” is the ye 
air-conditioned or ventilated type which has been increasing in ~ 
popularity for several seasons to a point where last Summer, 
in some parts of the country, it was a sensation. Here is a 
shoe for which there has been a crying need since men were 
first cursed with warm and tired feet. The same bogey man 
that damned the white linen suit with the name “Ice Cream 
Suit” and the same public apathy that first greeted the polo 
shirt has managed as well to keep back the sales of these 
comfortable and really good-looking ventilated shoes, Then 
last year the jinx was broken and they blossomed forth in 
whites and combinations, solid tans, blacks and in real bright 


(TURN TO PAGE 44, PLEASE] >: @: 
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GREATEST 


National Sport Shoe Week 
Gives an Early Stimulus to Sell- 
ing—Plans, Promotional Idea: 
and Merchandising Suggestion; 
to Make the People of Your 
Community Sport Shoe Con- 
scious at the Beginning of the 


Summer Season, when More 
Pairs Can Be Sold at a Profit. 


SHOE \ 
WEEK... 


There’s a source of inspira- 
tion for advertising copy in 


action and leisure photo- 
graphs which are currently Ni 
ri the craze with amateur and had 
professional photographer. and 
app: 
urge 
and 
NATIONAL Sport Shoe Week was inaugurated by the Summer season in many localities. Two Saturdays spel 
Boot anp SHoe RecorDeR to focus attention of the are included in the week to give an added opportunity and 
public on sport shoes and thus help to stimulate the to promote and sell. miliz 
sale of sport footwear in northern sections of the coun- There are any number of ways in which Sport Shoe busi 
try at an early date. The dates selected this year for Week can be dramatized to the public of your com- chan 
National Sport Shoe Week are May 21 to 28, just munity through effective promotion. How. about a ity f 
ahead of Decoration Day, which marks the opening of Sport Shoe Week Style Show, for example, with a at a 
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SEASON MEANS 


GREATER $40 Salts 


group of girl graduates for models? The girls will be 
flattered by an invitation to appear, especially if the 
shoes worn are presented to them in return. Such a 
show should be good for a news story with pictures. 
The fashion editor of your local newspaper will 


No development of recent times has 
had a more important influence on styles 
and on the merchandising of Summer 
apparel and footwear than the modern 
utge for the outdoor life. Greater leisure 
and wider participation in outdoor sports 
spell increased demand for sport apparel 
and sport shoes. Every shoe man is fa- 
miliar with the growth of sport shoe 
business in recent years and every mer- 
chant realizes that here is an opportun- 
ity for increased sales of Summer shoes 
at a profit. 


doubtless be glad to have a good story about Summer 
sport shoes, and in most cases will be glad to cooper- 
ate with you in writing it. Turn back to the February 
26th issue of Boot AND SHOE RECORDER and check 
the articles and pictures with your own stocks. The 
articles on men’s, women’s and children’s Summer foot- 
wear contained therein will furnish a background of 
information that will be helpful in preparing a Sum- 
mer sport shoe story. 

Dig out everything you have in your stock in sport 
shoes, both spectator and active, leather and rubber 
soled, and feature them all in advertising for National 
Sport Shoe Week. Don’t overlook the classic spectator 


; “gport types that every woman should have. Even the 


omen who stick to the conservative styles like to know 
that you know what’s what. 

As one ad theme you can ask, “How Will You Spend 
Your Holiday?” and then suggest the various types of 
shoes for different occasions. There’s a good word 

[TURN TO PAGE 46, PLEASE] 
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THE opening of the baseball season. 
Tennis courts marked out. Tulips up in 
the garden. Boats out of dry dock. And 
on April 24 Daylight Saving Time offici- 
ally ushered in. An extra hour for play 
in the open air and sunshine. An extra 
hour to enjoy the freedom and comfort 
of Summer sport clothes—slacks and 
shorts and bathing suits, brief skirts and 
flannel trousers. And with them all thé,,, 
joy and ease of rubber-soled shoes. 


Do you remember when ere 


youngster how glad you were 
off your city shoes and get int\ 
pair of sneakers? How you ca 
and jump and climb like a cat 
Most of us get the same thrill todg 
we shed our Winter clothes and «ph 
pair of slacks and some shoes 
ones illustrated. 


AT does not take me. 
effort to sell such shoes. Patterns are 
smart, colors and patterns attractive. 
There are new and interesting ideas in 
rubber soles. Inner construction gives 
adequate arch support. Prices are rea- 
sonable, and the customer is ready to be 
sold. But, just the same, don’t sit down 
on the job. 

Where you can easily sell one pair of 
shoes, try to sell two. Where a customer 
has come to buy two pairs, interest him 
or her in a third. Sell one pair of ox- 
fords with heavy crepe soles in all over 
navy, brown or dark green duck for good 
hard general wear and for a rainy day. 
Sell a pair of all white with lighter soles 
for tennis or sailing. Nothing is so smart 
on the courts or on deck—no matter how 

[TURN TO PAGE 56, PLEASE] 
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COMPLETE 


EACH pair of white and Summer shoes you move 
from your shelves before clearance means just that 
many less on which to take mark-downs and about 
which to worry during the hot weather days after 
the first of July. The white selling season is a long 
selling season in some parts of the country. It makes 
a problem of sustaining the public interest in the 
active purchase of this sort of merchandise. In other 
sections it is so brief that before your promotional 
machinery has had its proper chance to be set in 
motion the season is over. Consider briefly now how 
these seasons vary. In the South the prime white and 


selling season opens in April with an active run 
through until July Ist. The middle belt from Pine- 
hurst, South Carolina, to Pueblo, Colorado, shortens 
the season up by a full month, starting in May and 
reaching legitimate clearance by the first of July. 
Moving as far north as New York and in the latitude 
that sweeps the country as far west as Denver still 
another month is cut off so that the real buying of 
warm weather types and white does not start until 
the end of May and climaxes July the 4th. With-the 
exceptions of Florida and Southern California, 

{TURN TO PAGE 55, PLEASE] 
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jo START THE summen Seam EARLY 


BUY YOUR SUMMER 
SHOES EARLY AND 
ENJOY WEARING THEM 
AFULL SEASON. ... 
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your Cash Register You Feature 
ARILYN SANDALS with Nutex 


DISTRIBUTED BY LANGER-LIPPMAN COMPANY 


163-167 LINCOLN STREET, BOSTON, MASS. 


Here’s your chance to cash in on the 
biggest hit in years. By acting now, you 
can have the exclusive Snow White 
Sandals with colorful reproductions of 
the popular princess and the seven fas- 
cinating dwarfs. These attractive 
Marilyn Sandals are the popular 
Wedsgees, with suede-like, brilliantly 
colored red, green and blue NUTEX 
SOLES — the logical sole for Wedgees 


—or, at your option, with leather. 


Snow White (red Nutex Soles), Dopey 


(green Natex Soles), and Hi-Ho (blae 
DEWEY & ALMY CHEMICAL CO., CAMBRIDGE, MASS., U.S.A. 


Natex Soles) come in misses’ and wom- 
en’s size range as indicated above. Sold 
in 36 or 18-pair cases of each run. 


CARRIED IN STOCK BY 
LANGER-LIPPMAN COMPANY 


Place your order today for the fastest 
selling sandals ever put on the market. 
Get your stock in, featare the sandal, 
and let the millions of dollars in mass 
publicity work on every one of your 
customers for you. Then listen to Snow 
White and Dopey playing Hi-Ho on 


your cash register. 


MONTREAL, CANADA 
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“In the California Manner” is a 

phrase which Gude of Los Angeles 

is carrying through all of this sea- 
son’s promotion. 


EEASTER furnished the theme for 
much of the retail shoe advertising 
appearing in the newspapers during 
the past fortnight, and rarely if 
ever has Easter footwear advertis- 
ing been more interesting or more 
attractive. Coming in mid-April, 
the festival which has such an im- 
portant influence upon fashion co- 
incided this year with the late 
Spring shoe promotions, and dis- 
closed an amazing variety of pat- 
terns, materials and colors which 
merchants are featuring for their 
late Spring and early Summer sell- 
ing. 

While retailers, by and large, are 
using less newspaper advertising 
space than they used at the begin- 
ning of the Fall season, the ads 
themselves are original and attrac- 
tive, with new copy angles to give 
a fresh interest to the season’s offer- 
ings. For example, Krupp & Tuffly. 
of Houston, Tex., in the early weeks 
of April presented a series of 
“Krupp & Tuffly Easter Excite- 
ments,” in which each advertise- 
ment showed a group of the sea- 
son’s outstanding styles. One of 
these ads showed a group of me- 
dium and higher price shoes, an- 
other a group of “Third Floor 
Fashionettes,” in the popular price 
range, and so on. 

“Dressier, New Peep-Toe Types 
offer astounding values,” declared 
the ad featuring the popular price 
line. “Giving women and misses 
smartly styled shoes, plus full and 
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& "EAST ENCTEMENTS! 


got Sate 


SHOE COPY WRITERS 
STRIVE FOR 
NEW SELLING SLANTS 


Easter Advertising Presents Fascinating Variety of New 


Footwear Fashions in Attractive Ways—lInstitutional Pro- 
motions Launched by Krupp & Tuffly and Gude Stores 


complete size ranges, plus delivery 


and charge account privileges has 
built one of the largest budget- 
priced shoe sections in the entire 
South. That’s the story of our third 
floor ‘Fashionette’ shoe section for 
women. We’d like you to see for 
yourself just what oustanding Easter 
shoe values you can get in this de- 


Krupp & Tuffly, where Michael 
Murphy is advertising manager, is 
one of the shoe firms that appar- 
ently have considered it good policy 
to maintain their advertising on a 
generous space basis and in addi- 

[TURN TO PAGE 48, PLEASE] 


Left: An effective ad from a series of 

“Easter Excitements,’ by Krupp & 

Tuffly, of Houston, who also are carry- 

ing on an effective institutional cam- 
paign this season. 


Displays inside the store, as well as in wtadovs and allvertising are being 
promoted “in the California Manner” at Gude’s. 
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SECOND-FLOOR ORIGINAL SHOE FASHIONS 
i await your Selection Now! 
$875 
- $1075 $1275 


DEPTH 


Within the area of the fitting stool, the drama of shoe 
merchandising reaches its climax. 


It is here that the customer makes her decision to 
buy or not to buy. And here that the “‘plus’’ of an 
Onco innersole . . . can bring her more quickly to the 


point of saying... “I'll take them’”’. 
The reason? Comfort Depth! The new fitting feature 


that makes shoes comfortable the first time your 
‘customers try them on. Available in Onco Self- 
Conforming Innersoles exclusively . . . because only 
Onco innersoles have Comfort Depth. 


You can easily get this new selling for yourys 
shoe lines mow by specifying ‘‘Onco’’ on your nexe~ 
shoe orders. Manufacturers will gladly supply it 

without extra cost. And remember, retailers who 

feature this new innersole will be in a position to — 
z receive the full benefit of Onco national advertising ~ + 
: . . . NOw appearing in April issues of Vogue and 
Woman's Home Companion. Attention getting dis- 
play material, specially designed to tie up with this 
campaign, will be supplied to retailers gratis! Brown 
Company, 420 Lexington Ave., New York City, N. Y. 


BROWN COMPANY 


Foremost propucers or PURIFIED A CELLULOSES ror quaurty propuers 


and now... COMFORT DEPTH 


© 1938 by Brown Company 
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.HERE’S IN THE SINGLE-SOLE CEMENT PROCESS 
An astounding innovation that Puts the Pacguons 


Manutacturers 


Here is a thoroughly proven process, so simple that any factory now func. 


tioning with cement process machinery can start immecdiaty production 


without the addition of so much as a ie screw ee : and which 


greatly reduces the number of operations QS, and cuts the sole material 


and reduces manufacturing space 


to nothing but the out-sole itself 
A. 


| a process so simple that it cuts the layers of cement in the entire 


: | f art of the shoe in half, giving the ‘smoothest and most flexible sole you 


| 
| have ever felt 


Picture a shoe that eliminates all the _ ¥ features”, bulk and un- 


evenness of sole found in the ordinary cement shoe; and with the smoothest 


inside (it has no insole) you’ve ever felt...now you may give your customers 


all these new wonders in a shoe that has been subjected to the most rigid 


wearability tests now the shoes that you get are exactly like the pull- 


~~ — overs from which you buy them...no more need of 


a heavy insole or rand to alter the silhouette of the 


shoe...no longer is it necessary to stuff layer after 


layer of insole material and adhesives inside of theshoe. 


<¢ e will see that this process opens new possibilities 
for lighter, more flexible men’s, boy’s and children’s shoes. 


Charles Henry Brown 


©1938 CHARLES HENRY BROWN & SON | OWNERS OF SOLE LICENSING RIGHTS FOR 
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Built on a structural that is so 


that it flutt lhe Wee 


Bring on your most delica lac shoes you dreamed 


of, but never hoped to see. — you can see them put on the cus- \ 
tomer’s foot with all their original refinements. 


actually your pullo 


greatest versatility of edge trims 


and effects...from the clubbiest 


country brogue to the most deli- 


cate open toe... beautiful 


shoes of today and tomor- 
row like the types we illus- 


trate on this page. 


& Son, Marbridge Bldg., 47 West 34th St., New York City 
PATENTS 
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Summer Business 


A Clean Fight for 


THE lift of pre-Easter buying in shoe stores was a 
grand and glorious tribute to the steadfastness of the 
American public. Reports from all over the country 
indicate that on the final days prior to Easter the Ameri- 
can public gave expression to its Spring feeling and 
was buying most generously. The Spring shopping 
instinct still lives—depressions notwithstanding. 

May we pay high tribute to retail shoe merchants and 
retail shoe fitters. They put on a good act in the “art of 
selling in seven days” that should prove a great tonic 


for the Summer season just ahead. They ‘not only — 


played a star part in all retailing; but contributed 
much to the dress and pleasure of men, women a 
children the country over. It was a matchless verte 
ance and we wish for every store, everywhere, a con~ 
tinuance of the aggressive spirit of salesmanship that 
was so evident in shoes nationally. Let’s hope that 
business will capture the same spirit of progress so 
that more money will be put into circulation through 
reemployment and through the rekindling of progres- 
sive ambition. 

The Summer season opens with the warmer weather 
and ten very vital weeks lie ahead for the sale and 
service of shoes. Much can be done in ten weeks to 
encourage the farmer in his planting, the road maker, 
the house builder and all work that must be done if 
our modern high speed civilization is to swing into 
action again. We long ago predicted the inevitableness 
of huge governmental expenditures for unemployment 
relief, etc. What really gave us the inventory prosper- 
ity of 1936 and early °37 was not pump priming but 
the immense soldiers’ bonus. Those billions were “free 
spending money” actually worth many times the amount 
in spending power because of the quick turn-overs. 
People that did the spending then were the same sort 
of people that somehow found moneys available a few 
days before Easter for the purchase of consumer goods, 
this year. Masses make money move merrily. 


THE government is evidently going on another spend- 
ing spree, for in spite of the protests to Congress, the 
reelection of many Congressmen next Fall depends 
upon the votes of the unemployed and the masses that 
receive governmental largesse. 

Government is to be more representative and less 
autocratic by the acts of the past fortnight. This, too, 
serves as an uplift of the spirit. It is being revealed 
in the stock market and the commodity markets and 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


in the reawakening of interest on the part of business 
men to make and sell goods. 

We have in the making, possibilities of a rise. Nets 
hope for one thing—that the internecine between mer- 
chants and merchants that started in March will not 
be resumed in May and June. A terrible phase of com- 
petition was ignited when some stores started adver- 
tising and promoting price comparison. The implica- 
tion was “We give you everything in fashion and in 
values—why pay more?” To imply that stores further 
up the ladder of price were getting an inordinate profit 


* for the same thing is to destroy the extremely delicate 


fabric of public confidence. 


EACH man’s shoes can stand on their own bottom for 
values, providing commensurate service is given—for 
no industry is more competitive for economy and effi- 
ciency than shoes. If the people who are now buying 
$10.00 shoes and up were to switch to the lowest prices, 
the difference in volume would be imperceptible— 
for the top of the pyramid is so small, after all. The 
public is getting values up and down the ladder. 

Unless we stop this pernicious habit of generalizing 
on “price-values,” we are going to be called to account 
by the Federal Trade Commission. The industry stands 
honest and trustworthy in its values and services to the 
American public. The public accepts it as such. 

It is only when shoe men, among themselves, go into 


‘sharp practices and clever word pictures that we 


trespass in a field that means eventual Federal Trade 
Commission action. Up to now the shoe industry has 
not been subject to the Commission’s critical eye. In 
the month of March, the silk industry, the wool indus- 
try, the stationery industry and a number of other 
major businesses were in trade practice conference in 
Washington—the Commission acting in the public 
interest conducts these trade practice conferences in 
each industry so trade groups are afforded an oppor- 
tunity for voluntary participation in the establishment 
of trade practice rules for eliminating or preventing 
unfair methods of competition and other illegal prac- 

tices or trade abuses. 
We have looked over the Federal Trade Commission’s 
releases for the past few years and have found that 
[TURN TO PAGE 54, PLEASE] 
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GOODYEAR 


@ The Goodyear Custom Heel and 
the Goodyear Wingfoot are famous 
for long, slow, even wear. 


A customer may not realize that when you first 
offer him shoes fitted with either of these two fine heels. 


But he can see their smart, trim, smooth “ part-of-the- 
shoe” appearance — no visible nail holes. 


And he can see the great name, Goodyear. 


These, added to the other built-in qualities of the shoes 
you sell, mean faster, easier sales. 


That’s why manufacturers willingly pay more to give their 
shoes these handsome heels. 


THE GREATEST NAME 
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WHAT THEY SOLD FOR EASTER 


[CONTINUED FROM PAGE 24] 


at first anticipated, and despite predic- 
tions that whites would run late this 
year, stores stocking them early did 
about 10 per cent of their early April 
business in white and white combina- 
tions, such as the spectator sports type 
of shoe combining white with brown, 
blue and black. 

But it was on the West Coest that 
the biggest gains in Easter Week sales 
were chalked up. From Los Angeles, 
Harry R. Terhune, Recorper field 
editor, reports that “Pre-Easter retail 
shoe business, as compared with the 
same period of a year ago, was most 
satisfactory in all types of stores. In 
a representative group of stores inter- 
viewed, all reported dollar gains for 
the two weeks selling previous to 
Easter and for the year, so far, of 
from 15 to 35 per cent. Men and wo- 
men were definitely interested in color- 
ful, open type shoes of new patterns, 
new colors and new materials.” 


Exceptional Easter Business 


Following are a few direct quota- 
tions gathered by Mr. Terhune in Los 
Angeles: 

Paul Kirsh, manager third floor shoe 
department, J. W. Robinson Co.: “An 
exceptional Spring and Easter business 
is being experienced. While black is 
very strong, blue is showing a notice- 
able increase in the entire range of our 
grades from $11.75 to $16.75. Follow- 
ing are the copper, rust and the browns 
in suede and calfskins, mostly in 
draped open sandals and open pumps. 
Unexpected strength is being evidenced 
in white shoes—bucks, pig and kid- 
skins.” 

Henry Wetherby, Wetherby-Kayser: 
“Sales are showing a nice increase 
over a year ago. Selling is over a 
broad field and is topped by fabrics in 
colors. Blue is coming down the line 
in kidskin and fabrics in a very satis- 
factory manner.” 

Albert Gude, Gude’s: ‘“Pre-Easter 
selling was MUCH better than a year 
ago. All colors are good, with blue 
strong. Black patent is just tremen- 
dous. Cranberry and the dark red tones 
are good, while burnt straw is one of 
the main colors. All of the various 
brown family of colors are moving 
right along. Dressy types of shoes are 
showing the most action.” 

At Berlands, Robert Goldberg gave 
the popular priced chain store angle: 
“A most satisfactory gain over last 
year is being experienced in both shoes 
and accessories. Copper is the best sell- 
ing color, while Baby Blue suedes are 
showing excellent action. Brown and 
white in the spectator types is good, 
while the punch work in ventilated pat- 
terns is most excellent. Wheat linen 
trimmed with British Tan gives every 


indication of going strong all through 
the Summer. 

J. H. Ferguson, The May Co.: “Pre- 
Easter business is way ahead of last 
year’s figures. Patent leather, with 
nearly all shades of the brown family 
is the leader. Gabardine has slowed 
up considerably. The lighter shades of 
blue, mostly in calfskin come next to 
the browns. Whites have just started 
to sell during those warm sunny days 
just before Easter. Everything is open 
toes, even with the old ladies. An alli- 
gator sandal having a Lastex gore de- 
veloped by Palter De Liso in several 
colors is a honey of a seller.” 

Paul Jesberg, Walk-Over: “Sales 
show a great improvement in pairs and 
in grades of shoes bought this Spring. 
We experienced the biggest day-before- 
Easter in history. Copper tones are 
tops, with blues next. There is a defi- 
nite interest in patent leather and also 
in roseberry and rust. All whites in 
every heel height from 21/8 to 14/8 
accounted for more than the usual 
number of sales; kids and calf leathers 
are preferred in the high heels, while 
the white Summer suede is preferred 
in the lower heel types. We are very 
happy over the decided interest in all 
white shoes.” 

William A. Innes: “Business is very 
satisfactory. Blue and white calf spec- 
tator numbers are very active. Like 
most stores, the copper shades lead.” 

At the Broadway Department Store, 
R. W. Smith, assistant buyer: “The 
strong interest in high colors has in- 
creased peirage so much that the de- 
partment is able to make a fine showing 
when compared with trade of a year 
ago Easter and the entire Spring.” 

At Nunn-Bush, F. W. Johnson: “Pair- 
age sales in all the local stores featur- 
ing our shoes show a decided increase 
over last year.” 

At Harold’s (a fine neighborhood 
store in the Westwood Village district), 
George Schwab said: “Business is very 
good. Aside from the leaders of black 
patent, copper tones, blues, the high 
color neutral shades are developing 
great strength. Interest in all kinds of 
spectator and active sport shoes.” 

At Mullen & Bluet, G. E. Alexander: 
“All white buckskins and the brown and 
whites are moving right along in the 
Nettleton grades. This is exceptional 
for before Easter.” 

The following reports on Easter busi- 
ness were gathered by wire or by per- 
sonal interview. 


JOHN R. LAYCOCK 
HANAN & SON 
NEW YORK CITY. 

“Easter week business much better 
than for Easter week, 1937. Showed 
more than 10 per cent increase in both 
men’s and women’s shoes. When com- 


pared with corresponding week, April, 
1937, this year showed 20 per cent in- 
crease in business. Black patent and 
tan calf best sellers in women’s shoes, 
followed by blue in gabardine, kid, calf. 
Best selling pattern trimmed pump. 
More open toes sold than expected. 
Stepin with sleeve gore also good. Tan 
calf and black calf good in men’s shoes. 
Double sole Spence pattern excellent 
for sport shoes because of extreme flexi- 
bility.” 


F. PAUL RILEY 
WALK-OVER STORE 
NEW YORK CITY. 


“Easter week this year showed sub- 
stantial increase over Easter week last 
year. It licked the corresponding week 
in April by a considerable margin. Blue 
with slight purplish case tops in wom- 
en’s shoes, followéd by black and chau- 
dron. Calf, gabardine and patent leather 
best selling materials. Sleeve-gore step- 
in, trimmed open pump and open toes 
good in patterns. Immediate future 
promises to be very good for business, 
especially the next week or so.” 


MR. KAUFMAN 
WISE SHOE COMPANY 
NEW YORK CITY. 


“This year’s Easter business showed 
substantial gain over that of last year. 
It was so much better that there can 
be no real comparison. Also very much 
better than the corresponding week in 
April, 1937. Best selling materials in 
women’s shoes, calf and patent. Pari- 
sian blue tops in calf; black patent and 
copper -color runners-up. Open-toed 
pumps, sandals with open toes best sell- 
ing patterns. Expect business for the 
next three months to be excellent.” 


HERMAN SCHAFFER 
J. & J. SLATER 
NEW YORK CITY. 

“Sales for Easter week, 1938, about 
the same as for Easter week, 1937, but 
way ahead of corresponding weck in 
April, 1987. Everything selling. Patent 
and suede best materials, blue ahead of 
everything. Sandals, stepins and straps 
selling in that order. Expect business 
for the next three months to continue 
to get better and better.” 


KNIGHT SHOE COMPANY 
PORTLAND, OREGON 

“Easter week, 1938, showed gain 1: 
per cent over 1937, gain of 33 per cent 
over corregponding week in April, 1937. 
Leading materials calf in luggage tan 
and blue. Gabardine in blue and brow». 
Men’s shoes 80 per cent black cali. 
Prospects for business next three 
months very good.” 
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THE FONTIUS SHOE COMPANY 
DENVER, COLORADO 


“Shoe business for Easter week was 
8 per cent greater than a year ago, and 
while we do not know exactly what has 
been done in this community have rea- 
son to believe it runs similarly. For the 
corresponding week in April, 1937, this 
year was 12 per cent greater. In wom- 
en’s shoes the leading materials are tan 
calf, blue fabric, white calf; leading 
patterns were pumps and stepins. The 
best selling leathers in men’s shoes are 
black calf 38 per cent, brown calf 33 
per cent, and sports 29 per cent; big de- 
mand for crepe soles. In our locality 
the next three months should be our 
very best.” 


ROY WALTER 
WALTER’S SHOE STORE 
WILKES-BARRE, PENNA. 


“In reply to your letter we send you 
our store percentages. Easter week this 
year 8 per cent ahead of last year. One 
hundred per cent ahead of correspond- 
ing April week last year. Our year to 
date 5 per cent ahead last year. Wom- 
en’s shoes leading color blue. Next 
black. Mostly patent. Next very close 
color copper tans. Men’s business not 
up to standar 
brown about fifty. -Hope to equal last 
year’s figures up to September first.” 


Ek. K. BARTLETT 

WETHERBY KAYSER SHOE 
COMPANY 

LOS ANGELES, CALIFORNIA. 


“Easter week in this community was 
3 per cent less than Easter week 
last year. Fifteen better than corre- 
sponding April week last year. Wom- 
en’s sales were patent leather, calf, 
gabardine. Colors were black, tan, blue. 
Patterns were open toe pumps, open 
toe sandals, open toe sandalized oxfords. 
Men’s business was very sluggish. Tan 
leading black but white not yet started. 
Men’s business oxfords 90 per cent as 
sport shoes left at the post. We expect 
sales for next quarter to run even with 
last year or slightly behind. It may be 
coincidental, but business showed sharp 
upturn following Congress’ refusal on 
reorganization plan.” 


WILLIAM HAHN & COMPANY 
WASHINGTON, D. C. 


“Business from March 1 to April 15 
compares favorably with same period 
last year. In women’s shoes blue, cop- 
per and black selling fairly even. Be- 
lieve the next three months’ business 
can be made fairly satisfactory if ener- 
getically promoted.” 


RUSSELL WERNER 
FRANK WERNER COMPANY 
SAN FRANCISCO, CALIFORNIA. 


“Easter business 4 per cent ahead of 
last year. This week compared with 
the same week in April last year is 58 
per cent ahead. In women’s shoes the 
leading materials are gabardine, pat- 
ent and baby ealf. Leading colors blue, 
black and Paris, and leading patterns 
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open toe pumps, open toe sandals and 
open toe sleeve gore and gore oxfords. 
In men’s shoes black calf 51 per cent, 
brown calf 19 per cent, brown grain 15 
per cent, white 10 per cent and grey 5 
per cent. Men’s styles plain straight 
tip patterns 70 per cent, and brogue 
and fancy patterns 30 per cent. I think 
for the next three months that business 
will run from 5 to 10 per cent behind 
last year.” 


O. W. METZGER 
WETHERHOLD AND METZGER 
ALLENTOWN, PENNSYLVANIA. 
“A gain about 8 per cent. Corre- 
sponding week in April 20 per cent 
ahead. Colors copper, tan and blue. 
Patterns sandals. Men’s shoes grey 
and tan. Prospects for the next three 
months appear more encouraging.” 


E. J. BURRELL 

F. E. BALLOU COMPANY 

PROVIDENCE, RHODE ISLAND. 
“After making a survey of the 

Easter business, we are quoting below 

as we find it. 


women’s. Black and. 


The Winnah! 


Miss Marion Dolan, who took first 
prize at a recent “Face and Feet Con- 
test,” staged at a Broadway night club 
in New York. 


[40c ] 


“The corresponding week of Apri! in 
1938 showed 47 per cent increase over 
April, 1937. Easter week of April, 
1938, is 50 per cent ahead of Easter 
week of March, 1937, in women’s shoes. 
Materials sold in order of their impor- 
tance, gabardine 65 per cent, patent 
leather 15 per cent, calf 10 per cent. 
doeskins 6 per cent and kids 4 per cent. 
Colors, blue 45 per cent, black 30 per 
cent, parisian 12 per cent, multi-colors 
8 per cent, beige 3 per cent and grey 2 
per cent. In our high style novelty 
shoes we find the big seller is the gore 
high front pump in both open and 
closed toe; ankle strapped sandals open 
and closed toe oxford. In the more con- 
servative patterns we find that the 
gore pump still has the lead with the ox- 
ford a close second. We also find many 
of our customers asking for lower 
heels in both high style and conserva- 
tive models. When I say low heels, I 
mean from 17/8 down. After taking 
statistics of our percentage sold, 65 
per cent 17/8 or lower, 35 per cent 
17/8 and up. 

“In reference to prospects for busi- 
ness for the next three months, we an- 
ticipate a substantial increase. Our in- 
crease in sales for the two weeks prior 
to Easter this year is 32.3 per cent 
greater than the two weeks prior to 
Easter in 1937. Our increase in sales 
for the first 16 days of April, 1938, is 
82.4 per cent greater than the first 16 
days of April, 1937. This includes the 
sales in all departments.” 


L. F. TUFFLY 
KRUPP & TUFFLY 
HOUSTON, TEXAS. 


“Easter week sales increased 6 per 
cent over Easter week last year. Sales 
during Easter week this year com- 
pared with corresponding week in 
April last year showed increase 48 per 
cent. Leading colors in women’s shoes, 
white, black patent leather, white with 
trimming, all blue and all copper in or- 
der named. Leading materials white 
pig, black patent leather, white fabric, 
calfskin and white buck with colored 
trimming. Leading patterns sandal ox- 
fords and sandal straps. In men’s 
shoes white was leading color, then 
white trimmed with tan, all tan, all 
black, white trimmed with black and 
all grey. We are very optimistic over 
the prospects of business for the long 
pull beginning in late Summer and 
continuing through the Fall, but we re- - 
gard the next three months as a period 
to be watched with extreme cautious- 
ness.” 


HERBERT J. RICH 
B. RICH’S SON 
WASHINGTON, D. C. 

“Easter week shoe business slightly 
below Easter 1937, but nearly 50 per 
cent above corresponding week, April, 
1937. Calfskin and patent leather lead 
in women’s shoes. Copper shades and 
blues best colors calfskins. Leading 
patterns, open toe pumps, stepins, 
sleeve gores. Lighter shades of tan 60 

[TURN TO PAGE 69, PLEASE] 
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PREVIEW OF 


OFFICERS 
SHOE FASHION GUILD 
OF AMERICA 


First Vice-President 
Second Vice-President 
Third Vice-President... .PHILLIP WEINSTEIN 


GEORGE MILLER 


REGISTER 
OF 
FOOTWEAR 


FASHION 


Exhibiting Members 


AMERICAN Co., INc. 
Avon Co., INc. 
CaRDONE & Baker, INc. 
CARLISLE SHOE COMPANY 
Cornett SHoe Co., INc. 
Detman, INc. 

Footwear, INc. 


ANnprREW GELLER SHOE Mre. Co., 
INc. 


DANIEL GREEN COMPANY 
GrossMAN’s SHoks, Inc. 
Lairp, ScHoser & COMPANY 
C: & A. Lo Prestt, Inc. 

I. Miter & Sons, Inc. 


NEWTON ELKIN SHOE Co, 
PaLTer De Liso, INc. 
Pincus & Tostas, INc. 

S. Raun & Co. 

Scuwartz & BENJAMIN, INc. 
Seymour Troy, Inc. 


THE STETSON SHOE COMPANY, 
INC. AND ITS DIVISION 


M. N. ARNOLD SHOE COMPANY 
E. H. Strasspurcer, INc. 
Tupper, INc. 
Unity-GrossMan, INC. 
Martin WEINSTEIN SHOE Co. 


[40d] 
: President ..............GEORGE MILLER 
4 
Secretary ...................DAN PALTER 
| Treasurer ....................NEWTON ELKIN 
| | 
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FALL 


STYLES AT THE BILTMORE 


Members of the Shoe Fashion Guild of America to Hold 


Style Presentation of New Fall Footwear to Invitation List 


of Nearly 2500 Retailers in 


THE semi-annual fashion presentation of the Shoe 
Fashion Guild of America, now in last-minute prepa- 
ration, has given early promise of exceeding the suc- 
cessful showings this organization has staged in the 
past three years. Held twice a year, Spring and Fall, 
these showings have indicated by their increased atten- 
dance and growing interest, the ascendence of fine shoe- 
making in this country both from the standpoint of 
workmanship and design. 

This coming Fall Showing, the sixth of its kind, will 
be held on May 2, 3 and 4, at the Hotel Biltmore, New 
York, with 25 Guild members exhibiting. 

Maintaining its past policy which originated with 
the first showing, the Shoe Fashion Guild will restrict 
attendance at the showing to only those actual and pro- 
spective buyers and merchandise men of Guild mem- 
bers’ products to whom invitations were sent in advance. 
This, as heretofore, has been done so as to keep the 
show on a strict business basis so that buyer and seller 
can meet and conduct their business for the 
coming season in the minimum of time and 


New York, May 2, 3 and 4. 


tured speaker in a short discourse on fashion or fash- 
ion promotion, comprises the entire program. These 
luncheons are always well-attended affairs and, as in 
the past, it is expected that several hundred shoe men 
will be present for the luncheon which, this season, 
will be held on Wednesday, May 4. 

The Shoe Fashion Guild of America was organized 
chiefly with the idea of protecting its members from 
infringement of patterns and also members and their 
customers from imitations of designs. Toward this end 
the Shoe Fashion Guild has been extremely successful 
but there is another accomplishment which this organi- 
zation, although perhaps not directly, is at least indi- 
rectly responsible. That is the gradual establishment of 
New York City as a leading shoe style center of the 
country, if not of the world. Certainly the fact that 
shoe,men gather from all sections of this country as 
well as from many other countries throughout the 
globe to attend these showings. 


without outside interruption. 


THIS year, nearly 2500 invitations have 
been sent out and the responses to these to 
date have been numerous, which in itself indi- 
cates an excellent showing from the stand- 
point of attendance. 

The show itself, as an opening, is timely 
as it provides opportunity for retailer and 
manufacturer to get together and sort over 
ideas as to the whims of footwear fashions for 
the forthcoming season. Then too, it also 
gives manufacturers a chance to discuss fu- 
ture ideas and policies which are benficial to 
both. The only deviation from the buyer- 
seller market idea in back of this showing is 
the invitation luncheon which is held each 
time on the last day of the show. One fea- 


Hotel Biltmore, Madison Avenue 

and 43rd Street, New York, scene 

of the Fall Showing of the Shoe 
Fashion Guild of America. 


; 
: 


M. E. MASHBURN, GENERAL MANAGER OF GUDE'S, 


Los Angeles, drives home a point to his assembled sales staff from a current issue of Boot andShoe Recorder 


BOOT AND SHOE RECORDER 


tow lhe filling 


Mr-. A. L. Gude, president, Gude’s, Los Angeles, says: “There never was 
a time when there were so many radical changes in the shoe business 
Says Mr. M. &. Mashburn, shown in about which one must be fully informed to conduct his business intelli- 


nr oe cel Pe" gently. We check these changes in the advertising and editorial pages of 


facts concerning shoes, from the new- _ the RECORDER. Our own research information gleaned from trips to the 
est fashion trends to the latest ideas 
in construction. That is why cur- 4 
rent copies of the Recorder play fellow shee retailers is given authenticity and the stamp of authority by 
this weekly check-up. Even though it is not required reading, each of 
ting stools know their Recorder and __ the buyers and department heads of this store reads Boot snp SHOE 
the message it carries to them on 

RECORDER every week. It is authentic, full of vital facts;. ... we all 
fitting and selling shoes properly.” _ regard it as reading of prime importance.” 


market, {om traveling men and from personal contacts with well-posted 


OR On4 AT THE FITTING STOOL 


ALL shoe selling reaches its climax at the fitting 
stool. Behind this crucial moment of sale are months of effort on 
the parts of designers, manufacturers, and merchants. Into this 
have creative abilities of display and advertising PLAS G 
men, all to bring the customer to the chair in which she now sits. im A 
This is the SEAL OF FINAL JUDGMENT, and the destinies of L N 
all those who have had any part in producing the shoe which she . 
examines so critically, rest in her hands . . . and in the facile, 
understanding hands of the man who sits at her feet. Even more 
than the lady who will wear them, this man must believe in your 
shoes and in the materials that have gone into them; he must 
know why they are the best shoes for this most discriminating 


customer. 
_ The only direct way to sell him is through his paper, Boot 

and Shoe Recorder, to which he turns weekly in his search for 

ways and means to “Get More Shoes Sold Right.” We invite you M 

to sit with us in our third chair at this POINT OF SALE, “the Se Le3eyloq 


charmed four foot circle,” about his fitting stool. Here is your 
chance to sell him and keep him sold on the merits of your 
product or service fifty-two times a year. 


Manufacturers: Write for our factual presentation entitled 
POINT OF SALE. 
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SHOES 


FOR SUMMER 


[CONTINUED FROM PAGE 26] 


The size and arrangement of the per- 
forations also varies—large or small, 
scattered all over, evenly distributed or 
in groups. All-over pinhole perfora- 
tions have been increasinly popular. 
They ensure adequate ventilation, and 
they can be used on the daintiest pat- 
terns. Their new use this Spring has 
been on patent leather which has thus 
been turned into a favorite for wear 
in warm weather. The calf shoe is an 
example of perforations placed to form 
a definite design. 

Some materials present special prob- 
lems. At first manufacturers thought 
that kidskin was too thin to perforate 
but this difficulty has been overcome. 
The idea of embroidered eyelets on gab- 
ardine is not new but is proving the 
most successful way of ventilating this 
material. 

Other outstanding ways of air-con- 
ditioning shoes include the use of mesh, 
and of woven strippings of leather, 
fabric and raffia. 

For leisure and for work, for dress- 
up and for play, the ventilated shoe has 
earned its present popularity with a 
consuming public that wants its shoes 
to combine health with style, and chic 
with comfort. 


[CONTINUED FROM PAGE 27] 


colors. When the jinx was killed it was 
final, a real job was made of the killing. 

Now the stage is set, and the general 
public, as well as a good percentage of 
the wearers of high grade shoes, are 
showing a sensible interest in ven- 
tilated types this year. A trip through 


the factories manufacturing shoes in. 


various price ranges would indicate 
that the better part of the shoes being 
made are ventilated types, either street 
or sport shoes. 

There are some splendid new ma- 
terials, patterns and new designs which 
are born of these new materials. Sly 
perforations are a part of simulated 
basket weaves, which have been em- 
bossed on heavy side stock. Ventilated 
detailing is applied to slack and leisure 
pattern shoes. Whole areas in the 
shape of scallops are removed from the 
vamp of Norwegian patterns and by 
cutting away the quarter, these shoes 
practically become sandals. 

In more conservative patterns, the 
perforations are essentially a part of 
the design. They are no longer just 
scattered all over the shoe, but con- 
form generally to bal and brogue pat- 
terns. These ventilated patterns are 
seen in street types, with just enough 
ventilation for comfort which have 
been so distributed as to keep the “all 
out-of-doors” of the city street off your 
hose. Such shoes, besides the customary 
all-white, black and lighter tans, now 
boast of two tones of brown and gray, 
brown and beige, brown and white and 


even bottle green, alone and in com- 
bination with gray. 

To the customer who looks for air- 
conditioning in his clothes, as_ well 
as in his office, the shoe store can give 
shoes that retain their smartness and 
yet guarantee at least the coolness of 
his barefoot days, if not the “20 de- 
grees cooler inside’ which the modern 
refrigerated theatres advertise. 


Descriptions of Shoes 
[pages 26-27] 


1. Big square cutouts, securely 
stitched, serve as both ventilation 
and trimmings on this kidskin 
pump of classic simplicity. 

The coolness of gabardine, made 
even cooler by the use of em- 
broidered eyelets on this high 
vamp. 

Massed pinhole perforations 
make a cool summery shoe of this 
sturdy monk pattern in white pig- 
skin. This type of perforation 
has been a very successful in- 
novation in this season’s patent 
leathers. 

. Mesh in a very open weave, com- 
bined with leather, makes an at- 
tractive and airy summer sandal. 

. This important play shoe in re- 
verse calf is ventilated in two 
ways, first by the use of massed 
all-over perforations, and second 
by the opening up of the area be- 
tween the sole and the upper 
which are stitched together with 
heavy thongs in smooth calf. 

. Tailored town shoe in calf, air- 
conditioned with perforations 
arranged in a decorative design. 
Talon fastener and goring make 
practical and smart adjustment. 


7. Perforated straight tip brogue in 
white buck. 
Norwegian pattern reduced to a 
sandal with large cutouts on the 
vamp. 
Streamlined perforations on a 
two-toned gray elk bal. 
White buck and tan calf com- 
bined in a ventilated slack pat- 
tern. 
Pigskin mudguard pattern with 
perforated vamp, two eyelet 
blucher with red rubber spring 
heel. 
Embossed side leather simulat- 
ing basket weave, with concealed 
perforations. A_ five eyelet 
blucher with heavy crepe rub- 
ber sole. 


Room Leased to 
Orthopedic Shoes, Inc. 


INDIANAPOLIS, IND.—Leasing of the 
room at 20 North Pennsylvania Street 
here to the Orthopedic Shoe Stores 
Company, Inc., has been announced. 
The headquarters will be occupied by 
the Arch Preserver Ground Gripper 
Shoe Store, which will move from 27 
Monument Circle this month. E. L. 
Kimball, Orthopedic Stores, Inc., and 
Charles A. Dimel, Selby Shoe Company, 
both of Portsmouth, Ohio, were here 
this week conferring with S. G. Moss, 
manager of the Indianapolis store, in 
making arrangements for the lease. 

The new site has double the floor 
space of the present store, providing 
adequate room for expansion necessary 
to add two lines of shoes as well as 
hosiery to the regular stock. An in- 
crease in sales staff also has been ar- 
ranged. 

The new quarters are being remod- 
eled. Exterior of the store will be of 
black and cream structural glass and 
display windows are being equipped 
with new fixtures. Interior decorations 
will follow the modern trend. The 
management also has included complete 
air conditioning in its plans. 


one of the consistently successful sellers in women’s venti- 
lated shoes. 
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The sport slipper, for leisure wear in- 
doors and out, promises to be a smashing 
success this Fall—with an unusual oppor- 
tunity for the shoe merchant to get more 
Christmas gift business. 


You take advantage of a plus selling 
advantage when you select your stock 
from vegetable-tanned Norwegian Calf 
numbers. For eye appeal, you have the 
handsome hand-boarded finish of Nor- 
wegian grain — and the unusual adapt- 
ability of Norwegian Calf to pinking 
and tooling. For comfort—all-important 


in a leisure shoe — you have its supple 
glove-softness, retained even after re- 
peated wetting and drying. And from 
Gallun’s vegetable process of tannage, no 
free acids remain to affect the health of 
sensitive feet. 


If you want easier sales and enthusiastic 
customers, check the leather when you 
order shoes. You find Norwegian Calf 
in the line of almost every prominent 
manufacturer. A. F. Gallun & Sons 
Corporation, Milwaukee, Wisconsin. 
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GREATER LEISURE SHOE SALES 


[CONTINUED FROM PAGE 29] 


adapted to wearables that started in 
interior decorations. It is FUNC- 
TIONAL. Functional footwear applies 
particularly well to shoes suited to par- 
ticular purposes. It implies being spe- 
cially suited to the occasion and the 
costume, 

Another angle is, “Have a Happy 
Holiday! Be sure your feet will let 
you.” Stress the importance of hav- 
ing shoes that combine complete com- 


fort for active feet with smartness that - 


will be admired by men and envied by 
other women. Other ideas that dra- 
matically emphasize desirable features 
are: 

Look cool and feel young. 

Perfect companions for cool Summer 
clothes. 

Airily you'll go along. 

White as snow, and almost as cool. 

Pigskin, the favorite, in high shades 
and pastels. 

White kid—outstanding for Summer, 
1938. 

Take a look at cottons from a fash- 
ion standpoint—they’re good this Sum- 
mer. Tie up the correct shoes to wear 
with them—for sports, and on through 
to dance frocks. In the window display 
cover the edges of plateaus with cotton 
fabrics in various patterns and colors 
and show the right shoes to accompany 
the fabric, on each plateau. 


A Window Suggesting Coolness 


Another theme for promotion plus 
decoration is to get a lot of ordinary 
palm leaf fans and dye or paint them 
in the various shoe colors. Set the 
shoes on the fans (matching colors). 
On the background tack a border of 
fans around a sign of cool blue cut-out 
letters—“Cool Ideas in Summer Foot- 
wear.” 

Speaking of coolness, whether your 
store is air-conditioned or not, make it 
look cool and Summery for Sport Shoe 
Week. Edge the top of shelving with 
a set-on “border” of light lumber 
painted cool blue and white, with the 
white half at the top. 

Sketches show how easily a series of 
wall decorations can be made up, using 
irregular plaques of fibre board and 
simple symbols made of paper, plus the 
lettering SPORT SHOE WEEK. This 
same idea can be used in show cases 
to emphasize various types of shoes. If 
you use the blue and white ledge border, 
repeat it (in cardboard) in your show 
cases at the top near the glass. To 
carry out the effect still further, use 
blue flags with SPORT SHOE WEEK 
in white letters. If your card writer 
can reverse the order, and make them 
in blue lettering on white fabric, using 
a stencil cut-out and air brush, excel- 
lent. 

A tie-up with all the local “sports 


Snow-White sandal for junior misses with 
colored Nutex soling. 


spots” makes good promotional material 
for Sport Shoe Week. Use pictures of 
the local golf, tennis and other clubs 
devoted to any sort of Summer sport. 
Photographs of local sportsmen and 
sportswomen are good—especially if 
you can get them when they’re wearing 
your shoes. Talks by sports leaders 
about their sports make good program 
features, and their comment as to the 
features needed in the shoes for the 
sport makes good ad copy, also. 

The Jan. 29 issue of Boot AND SHOE 
RecorDER carried four fine photo- 
graphs of men’s sport shoes worn by 
Richard Arlen, Robert Paige and 
Charles Starrett. The accompanying 
article emphasizes that at Palm 
Springs, all wearers demanded sports 
shoes of every type be “colorful and 
comfortable’—a theme for your men’s 
sports shoes. Information of this type 
is convincing sales talk, and should be 
featured in your displays. , 

While you’re at it, turn to the issue 
of Feb. 26, which predicts “Greatest 
washable suit season ever, with a ‘top’ 
season in whites and combinations.” 
Tell your cutomers in words and pic- 
tures, in sample swatches and shoes 
that combinations are good with all- 
white linen, Palm Beach or Shetland 
suits. Tell them about the darker slacks 
with linen jackets set off with white 
shoes. Also tell them about the correct 
shoes for town wear with the more for- 
mal sort of Summer suit. 

Start a man off on his first Summer 
holiday in shoes that are right and he’s 
going to appreciate it and remember 
you. Many men are a bit timid about 
sports shoes—other than their golf or 
tennis shoes. If you “get him off on the 
right foot,” you have a friend. 

Get your salespeople into Summery 
attire—not rah! rah!—but timely and 
eppropriate. A Winter suit and worn 
shoes do not make the right “atmos- 
phere” for sport shoe selling just be- 
fore Decoration Day. 

Have generous displays of sports 
shoes all over the store—get them out 
where people can look at them. Have 
pertinent information on accompanying 
cards so that persons “browsing about” 
will get information regarding a shoe 
that interests them without bothering 


anyone. Making the customer feel com- 
fortable is very important. When shoes 
can be seen only upon request, and a 
statement as to the particular type de- 
sired, the customer does not feel free 
to “come in and look around.” They 
should not be neglected—nor should 
they be chased. 

Having good displays, drop a note 
to your customers inviting them to 
come in and see the new sports shoes 
during Sport Shoe Week. When they 
come, show shoes freely or let them 
browse if they wish. Many people will 
sell themselves if given a chance, with 
an alert salesperson watchful but not 
obtrusive. 

Should your local merchants con- 
template a cooperative promotion re- 
member the idea of a full page of pic- 
tures of typical shoes from all stores 
participating with a banner heading 
“Sport Shoe Week Finds Great Array 
of Summer Shoes Ready for the First 
Summer Holiday.” Use description of 
shoe and name of store under each 
photograph. The heading copy should 
explain “That you may know what is 
what in Summer Sport Shoes, typical 
styles have been selected from various 
stores to give you a general picture 
of the styles that are being shown for 
the season. Of course, each store has a 
variety of styles other than those se- 
lected for this showing.” 


Open Modernized Store 


RACINE, WIs.—Stibl’s, establishe’ 
here in May, 1882, by Peter Stilb, ob- 
served the formal opening of its newly 
modernized store recently with free 
hose to men and women making shoe 
purchases on those days. 

The store’s new front is in black 
and jade green vitrolite set in alumi- 
nite. The new display windows are 
fitted with a soft toned NuWood back- 
ground trimmed with chrome, while the 
firm name appears in deep ivory vitro- 
lite lettering. The interior has been 
fitted with modern lighting fixtures. 

The original Stilb store was located 
at 1116 Villa St. In 1895, the firm 
moved to a newly constructed building 
at an adjoining location, 1122 Villa St., 
where it has been located ever since. 

Edwin E. Stilb has been manager of 
the store since 1909. He was joined 
in 1912 by Edward W. Stilb. Others 
associated with the business are Joseph 
H. Schulte, who has been with Stilb’s 
since 1915; William Kreul and Al! 
Kreul. Harry J. Stilb entered his 
father’s business in 1890 and left it in 
1909 to open a dry goods store. It was 
in that latter year that Edwin E. as- 
sumed the store’s management. 
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Binps OF 


Lightweight + Soft 
Cool + Comfortable 


No. 8648 

White Washable Kid Bal Oxford, Venti- 

lated Vamp and Quarter, Windsor Last. 
AA A 8B c 


No. 8634 


A pattern that rings the 
bell often. White Wash- 
able Kid Blucher Oxford 
—Cambridge Last. 

AAA AA A B 
8/12 7/12 6/13 


5/13 5/13 5/13 6/12 White Washable Kid Bal Oxfori, 
EEE EEEE Carlisle Last : 


8/12) 7/12 «6/12 6/12) 


In Stock by Connolly .. 


Life begins at 40, and with it the demand 


for comfort, especially in summer footwear. 
No. 8657 

Medium Dark Grey Kid Bal Ox- 
ford, Straight Tip, Windsor Last 


AA A B c D 


They want comfort in the construction— 
the leathers—the last. Then they must want 
Connolly Kid shoes. It’s all here in these 
soft leather, well styled and constructed ox- 
fords for summer comfort. There are a lot 


No. 8658 


Medium Dark 
Grey Kid Bal 
Oxford, Venti- 
lated Imita- 
tion Tip and 
Quarter, Wind- 
sor Last. 


of these men and we have a lot of styles In 
Stock for your early selection. Get all these 


99 
“birds” with one stone—Connolly. da sla 


KID AND KANGAROO SHOES EXCLUSIVELY 


CONNOLLY 


SHOE COMPANY--- STILLWATER, MINNESOTA 
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tion to these Easter ads and the 
usual Spring promotions, they have 
been carrying a special series, largely 
institutional but also featuring indi- 
vidual styles from their various depart- 
ments, under the general heading 
“Krupp & Tuffly’s 56th Spring.” One 
of these ads showed an Edwin Clapp 
men’s shoe and a sketch of a father and 
son. “‘My Mother bought my first 
baby shoes at Krupp & Tuffly’s, son,’” 
said the caption, and the ad continued: 
“A father was reminiscing in our store 
not long ago—telling his son that his 
mother had bought his own first baby 
shoes here back in the late ’80’s, and 
that the family had for these many 
years come to Krupp & Tuffly for shoes. 


Capitalize Friendly Service 
“Perhaps this loyalty comes because 


of the friendly spirit we’ve always lived’ 


at Krupp & Tuffly’s—or the policy of 
selling only shoes of known, dependable 
quality—or just appreciation for ser- 
vice well done. We don’t just know. 
But we do know that we're deeply 
grateful for this loyalty on the part 
of thousands of families—and that we 
haven’t ever thought for a moment of 
going off the quality standard—and 
that we do try to keep ourselves alert 
to the needs of Houston men and their 
families in the matter of footwear. 
Spring’s just around the corner, Mr. 
Houstonian, and your favorite shoe 
styles are awaiting for your try-on.” 

Another ad in the same series showed 
two children and an Edwards sandal 
in patent leather. The caption said: 
“‘Grandma said she wore shoes: from 
Krupp & Tuffly’s when she was a little 
girl.’” The ad continued: “We over- 
heard one child tell another that very 
thing in our store—so even little chil- 
dren can understand the deep loyalty 
on the part of Houston and South 
Texas families toward Krupp & Tufflys. 
It is a loyalty that goes on for gen- 
eration after generation. 

“The children’s shoe department in 
our store is now—and always has been 
—dear to our hearts. For one thing, 
we like to work with children. We 
know the viewpoint of the child and of 
the mother. Study and sympathy with 
these problems give us a special ad- 
vantage in our efforts to be helpful. 
The shoe fitters in our children’s shoe 
work are highly skilled. ... We guard 
young feet from dangers few know 
about—because these young feet are 
ours to care for during a lifetime 
when our job is well done. ... We 
invite you to see the many smart 
juvenile shoe fashions this coming 
week.” 

Two important factors were taken 
into consideration in evolving the suc- 
cessful advertising slogan “In the Cali- 
fornia Manner,” by Gude’s in Los An- 
geles, according to Miss Helena Rogers. 
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[CONTINUED FROM PAGE 37] 


“DYNAMICS” 


Pictures tell the story in this “dy- 
namic” shoe ad by Hahn of Balti- 
more, 


“The theme lends itself remarkably 
well,” she pointed out “to many phases 
of good shoe advertising. Arthur Bris- 
bane said that nature was the first 


THE FASHION 


An attractive and styleful arrange- 
ment of text and illustration by The 
Fashion, Columbus. 


STRIVE FOR NEW SELLING SLANTS 


great advertising and he pointed out 
that she did her best advertising in 
color. He went on to say: ‘The first 
great and effective color advertisements 
were the brightly colored flowers, the 
blossoms advertising the honey to be 
obtained from them, thus attracting 
the bees and other insects necessary to 
carry the pollen and produce more 
flowers.’ It is a trite but true saying 
that Mother Nature can’t be improved 
upon, and as there has never been a 
more colorful season than this one for 
accessories—shoes in particular—the 
phrase seemed to express the epitome 
of all that is good and gay and style- 
right, casual and luxurious. Drama- 
tization of all types of footwear has 
been covered by this ubiquitous idea.” 

Gude’s have very wisely coordinated 
their window displays with their news- 
paper advertising. Colorful rocks and 
sand from the desert, with the flower- 
ing Yucca and California wild flowers, 
have been used to great advantage. 
On each of Gude’s three floors beau- 
tifully arranged interior displays ex- 
press the same theme. Even display 
cases of bags and shoes have tiny rock 
gardens or flowering cactus. 


Play Shop Successful 


In the rear of the main floor a spe- 
cial section for typical California 
sports shoes has been arranged, with 
gay out-door furniture and brightly 
colored umbrellas. A very charming 
and inviting department that has al- 
ready proved in sales that it is a sound 
idea. 

Gude’s Play Shoes Shop is in charge 
of William Gude, a young man of 
vision who realizes the needs and de- 
sires of young Californians and that 
they take their playing seriously and 
definitely do not want to be bothered 
with shoes that need pampering. That 
is why this department became a 
reality. Only inexpensive play shoes 
are carried here, $1.95 to $4.95. Here 
are tennis shoes, beach shoes of all 
descriptions, shoes for the desert and 
all resort and play types. A variety 
of unique styles and colors so vibrant 
and breath-taking that there is no 
doubt about it being done “in the Cali- 
fornia manner.” 

This concentration of customer in- 
terest into one department for play 
shoes has a good merchandising angle, 
for it is often the means of selling the 
“extra pairs” so necessary to volume. 
The colorful department attracts the 
customer’s eye so that she often govs 
over to it to view the merchandise on 
display there. However, each sal; 
clerk through the store suggests to his 
customer that in the Play Shoes Shop 
she will find the types of footwear she 
needs to enjoy week-ends “in the Ca!:- 
fornia manner.” 
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gives you 


At the fitting stool, with your only opportunity to talk to your customer 
directly and sell her on additional pairage, you want to present something 
new, something interesting, something important and vital. Kid is out- 
standing NEWS to women. : 


Kid is a leather that designers and shoe stylists have always preferred 
to work with, a material that holds its appearance and good looks long 
after it has left the show window for the pavement. Kid is ideal for the new 
“drape” effects on women’s shoes. Its uniform pliability and depth of color 
trueness make it adaptable to any form of treatment. 


BLACK, BROWN, AND BLUE 
SMOOTH AND SUEDE KID, OUT- Kid breathes, conforms to the lines of a woman's foot, offers everlast 


SIDE STOCK. ingly welcomed support and comfort with its firm pliability, keeps a woman 
e foot-happy as well as foot-stylist. From the Retailer’s standpoint Kid makes 

‘ possible an offering of shoes of sufficient difference in color, texture and 

LINING STOCK in Grays, Fawn, treatment effects to be real arguments on which you can base a sales talk 
Beige and popular Pastels. Set 


LEATHER 


and suede 


COFFEE BROWN 

COMPANY 
BURNT EARTH : 

TERRA COTTA 
GOLDEN HAVANA 

CHATEAU WINE PHILADELPHIA 
PORTO PLUM 
MARINE BLUE Branch offices and agencies throughout the world 
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‘THE TICKET 


\ AND/CARD 


SPRING 
and 
EASTER 


Appropriate lily design on 
background of shell pink, 
deep lavender and yellow. 
Ticket in harmonizing shades. 


CARD HOLDERS 


Two styles available: Natural 
wood finish as illustrated 
above; or oval base-burnished 
gold—three color trim. These 
modernistic holders take any 
size card, and harmonize with 
the finest window display fix- 
tures, 


Supplied with annual services. 
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Everyone Passing 
is a Possible Prospect 
SELL THEM 


DISPLAY CARD SAMPLES, HARMONIZING TICKETS 
and SELLING MESSAGES SENT ON REQUEST 


14 snappy and informative selling messages 
each month for men's, women's, children's shoes, 
women's hosiery, store service, fitting, quality, styles. 
Single cards, 60c each—without text, 35¢ each 
(PRICES FOR MONTHLY SERVICE SHOWN ON OPPOSITE PAGE) 


ATTRACTIVE HAND LETTERED PRICE TICKETS 


In popular denominations and blank. Samples of in-stock 
tickets available. 


WITHOUT STORE NAME: 6 dozen, $1.10—12 dozen, $2.00 


WITH STORE NAME: 100 tickets, $3.00—200, $5.00 
CHECK WITH ORDER, PLEASE, UNLESS C.0.D. PREFERRED 


MERCHANDISING AIDS 


uy Cup Polly Clips 
for Price Tickets For Price Tickets—Adjustable 
—Tilt at any angle. 


for shoe cartons. Cyclone clips 
included. 


To display arch, branded, and oe | 


fibre-sole shoes. Always re- 


mains in upright position. | 
| $3 
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FEATURE POINTERS 


precisely point out in-built values. These 
ARROWS are obtainable in two combina- 
tions: corn with green border, or buff with 
green border. Choice of forty selling 
phrases, or blanks. 


12 dozen tae or blank . $2.00 


(Cross out 


@ 35¢ per fifty, in following 


6 dozen (printed or blank . 1.10 
| dozen (printed or blank) .. 0.25 


SPECIAL: 


Combination of one gross Polly 
Clips and one oo Arrows, only 
00. 


ANNUAL DISPLAY CARD 
SERVICE INCLUDES 


EXCLUSIVE FRANCHISE with annual card service to one merchant in an 
average size town, suburb or city shopping center. 


STORE WINDOW BULLETIN supplies merchandising and display suggestions 


each month. 
SPECIAL CARDS, with wording as wanted. 


EXCHANGE OF CARDS: Annual card service subscribers may exchange any 
cards received for others of the current month, whose text better covers 
their merchandising program. 


PRICE TICKETS: Blank tickets, harmonizing with the current month's cards, 
supplied free. 


IMPRINTED PRICE TICKETS with prices as wanted, to assure well blended 
trim, are 35¢ per fifty, additional. 


We sell Men’s, Women’s, Children’s Shoes and Women’s Hosiery. 


lines not carried.) We wish IMPRINTED TICKETS 


quantities and denominations: 
STREET == 


STORE NAME 


for 


SERVICE | MONTHLY HOLDERS Tickets 


Ch 
subscribers 


must be drawn on U. §&. 


exchange. 


If for any unforeseen reason 
we wish to discontinue ser- 


vice before expiration of or- 


$5.00 6 100 


+ 


per month. For 


4.00 F 4 100 


.. per year, payable 


card holders. 


3.00 50 


or 
month additional 


each month’s service deliv- 


k 


FOR ANNUAL SHOW CARD SERVICE 


For this service we will pay 
der, we agree to pay $1.00 
ered, and agree to return the 


cash in advance, full year’s 


service, 5% di 
from foreign 


per 


h 


FOR ITSELF + IN "BOOT & SHOE. 
INCREASED BUSINES 


209 S:STATE ST: CHICAGO-ILL: 


> Check, with order, please, unless C.0.D. preferred 


IM- 


card hold- 


ers (with the first month’s 


service), ........ 


+.» consisting 


- blank tickets each 


month, OR .......... 


ber fifty, additional. 


PRINTED TICKETS, at 35¢ 


board.“J”: White board.“U"; White board.“K”: White board. 
in sea greenDesign in blue and 
of green. and burnt orange. yellow. 


Please enter our order for the 
Recorder “Selling Messages,” 
beginning with MAY, 
continuing monthly for one 
year, for Card Service No. 


SIZE: x 234”—Prices on opposite page. 
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No. 


Reason 


for 
Shoe 


Buying 


Comfortable, long wear is the real, 
basic reason why a customer parts 
with hard-earned cash to buy a pair 
of shoes. Oh, yes, we admit other 
secondary reasons. 


But, be sure you fit in with the 
primary reason. Supply shoes bot- 
tomed with fully tanned, close- 
fibred, comfortable Rock Oak soles. 


You'll satisfy more customers, 
speed up turnover, increase profits. 
You'll minimize “returns,” too. 


Specify Rock Oak in your next order 
to your manufacturer. 


The American Oak Leather Company 
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Survey of Marketing 
Laws by WPA 


Wasuincton—A survey of both Federal and State 
marketing laws to supply data for evaluating “con- 
flicting claims” concerning the result of these laws has 
been launched by the WPA as its latest white-collar 
project to aid trained relief workers. 

Named to supervise the study were A. H Martin, 
former economist for Secretary Ickes’ PWA, Dr. John 
H. Cover, University of Chicago economist, and Mark 
Merrell, former NRA administrator in charge of the 
retail drug code. 

The WPA announcement did not say that the survey 
had been initiated at the request of retail drug circles, 
but reports to that effect have been current in Wash- 
ington. Some sources had it that the drug retailers, 
fearful that the forthcoming Federal Trade Commission 
price study results would be sharply critical of the 
Miller-Tydings resale price maintenance law, hoped 
that a WPA study would paint a more favorable picture 
of current price trends and their relationship with 
the Tydings law. 

Representatives of the National Association of Retail 
Druggists are understood to have made similar over- 
tures to Department of Commerce officials, but were 
unsuccessful due to the Department’s inability to supply 
funds for such an undertaking. 

The WPA’s study, through which the agency hopes 
to gather legal and economic information of interest to 
public and private consumer agencies, will cover the 
following state laws: 

Anti-trust; anti-price discrimination; trade commis- 
sion; fixing a price floor; fair trade practice; adver- 
tising; trade-marks and trade names; cooperative mar- 
keting; consumer protection; lotteries and premiums; 
food, drugs and cosmetics; chain stores; and marketing 
regulations covering specific products. 

On these laws, the agency plans to compile informa- 
tion showing the text with explanations; digest of all 
court decisions and all available legal reviews; an 
analysis of enforcement machinery; and _ legislative 
history. 

“Under each of the State laws chosen for study, eco- 
nomic data will be assembled,” the announcement said. 
“Through the cooperation of trade and consumers’ 
associations and individual business organizations, in- 
formation will be sought relative to the effects of these 
laws on trade and consumer price levels, and upon 
established advertising and other merchandising pol- 
icies. In certain selected areas where these laws have 
been in operation long enough to indicate trends, more 
detailed studies will be carried on as special State 
projects, under the sponsorship of local institutions.” 

Special attention is apparently to be given price 
contracts authorized by the Tydings-Miller Act. The 
agency said that price series will be compiled to show 
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prices of products before and after the law became 
effective, and expressed the view that both public and 
private agencies established to protect consumer inter- 
ests, without adequate data, “can only speculate as to 
the effect of these laws on the consumer’s pocketbook.” 

Ten Government departments, including the FTC, 
which has been bitterly opposed to the resale price 
maintenance law, have been asked to serve on an ad- 
visory committee. No time limit has been fixed for 
completing the survey. Its cost has been estimated at 
$500,000. 

Corrington Gill, assistant administrator of the WPA 
who will supervise the study, said that the recent trend 
among State legislatures to adopt new marketing laws 
together with the passage of the Robinson-Patman and 
Tydings-Miller Acts make it necessary for businessmen 
to adjust old merchandising policies to fit the new legis- 
lative picture. He thinks the WPA study will go a 
long way toward helping in this respect. 


Retail Firms Exempt 
from Census Bill 


WasHincton—After specifically exempting _retail- 
and service establishments, the House of Representa- 
tives has given its approval to the Fulmer bill under 
which the submission of industrial and trade statistics 
to the Census Bureau would be made mandatory. The 
measure applies to both manufacturer and wholesaler. 

Sponsored by Representative Fulmer, Democrat, of 
South Carolina, and known as H.R. 9659, the bill 
appears on the surface to cover only statistics on cotton- 
seed and its competitive products, but its provisions 
apply to all commodities which may later become, 
subjects for Census tabulations, as and when authorized. 

The penalty prescribed for failure to submit the 
requested information, or failure to submit correct 
infomation, is a fine of $1,000. The bill has the ap- 
proval of the Bureau, which has repeatedly urged a 
penalty provision of a permanent nature in the interest 
of complete and accurate periodic reports. Under the 
manufacturers’ census authorization, the compulsory 
clause is included, but officials say the Bureau has 
never prosecuted under the law. 

It is not their intention to invoke the compulsory 
feature except “when it is in the interest of public policy 
to do so,” according to Bureau spokesmen. As de- 
scribed by them, the Fulmer bill simply eliminates the 
necessity of introducing separate bills every time a 
new survey is initiated. 

The bulk of the Census Bureau’s statistical services 
is at present conducted under the Commerce Depart- 
ment’s general authority with the cooperation of trade 
associations although the broader authority given under 
the Fulmer bill has previously been authorized from 
time to time for particular surveys. Little or no oppo- 


sition has been registered against the Fulmer bill. 
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TWO SALESMEN THAT WORK FOR YOU 
BOTH INSIDE THE STORE AND OUT 


*THE FOUR PATENTED 
FEATURES OF WRIGHT 
ARCH PRESERVER SHOES 


rmly anchored. 
2 Metatarsal eleva- 


tion, 


3 Flat forepart cross- 
wise. 


4 Exact beel-to-ball 
Sitting. 


HE smart style of Wright Arch Preserver 

Shoes brings customers into your store . . wins 
sales at first sight. And once Wright Arch Pre- 
strvers are on a customer’s feet — four exclusive 
foot-health, foot-comfort features* resell him with 
every airy step. 
Style plus healthful foot comfort... these two 
salesmen bring customers back for the exclusive 
Arch Preserver features* in good times and bad. 
With every sale you are inviting repeat business 

. . heading for permanent profits. 

Let a Wright Arch Preserver Shoe franchise build 
these permanent profits of repeat sales in your 
store. Write today. 
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PUT YOUR MONEY 
ON THE 


WIN 


In the business of selling men’s street and 
dress shoes experience shows you can’t go 
wrong if you stock shoes of genuine Kanga- 
roo. Kangaroo is a winner from the start. 
17% stronger, weight for weight, than any 
other leather known, it offers durability, long 
wear, and strength, with a lightness and a 
pliability that bring active feet home again in 
the evening as happy as when they started out 
for the day. 


For those aggressive retailers who not only 
want to pick a winner, but who also want to 
get behind it and push it up to new heights, 
to bigger sales, to extra profits, the Kangaroo 
Association offers suggestions and helps for 
advertising and merchandising. Write for a 
copy of our “Daily Sales.” Address your re- 
est to the Kangaroo Association, 9th & 
estmoreland Streets, Philadelphia, Pa. 


Genuine Kangaroo is tanned in the United 
States of America by The Surpass Leather 
Company, Philadelphia, by the Richard Yoyng 
Company, New York, and by the Ziegel Eisman 
Company, Boston. A letter to any of these 
companies will direct you to sources that can 
supply genuine Kangaroo in different grades 


AROO 


TANNED IN 


AMERICA FOR MEN’S 
STREET & DRESS SHOES 
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Discusses Serviceability of 
Shoe Construction Types 


Consumers are showing more and more interest in 
standards for footwear to judge by the number of 
requests which are received by R. C. Bowker, chief of 
the leather section of the National Bureau of Standards, 
Department of Commerce. 

The comparative merits of shoes of different con- 
structions from the point of view of service, and the 
feasibility of marking shoes so as to show the type of 
construction for the benefit of the consumer, are ques- 
tions raised frequently. To help answer these questions, 
Circular C419 has been prepared and is now on sale 
by the Superintendent of Documents, Government 
Printing Office, Washington, D. C., at 10 cents a copy. 

An analysis of the figures for annual shoe produc- 
tion is included, from which an idea may be obtained 
concerning the importance of each main class of con- 
struction in relation to the total number of shoes 
manufactured. This gives a general picture of what 
the consumer is buying. ei 

Mr. Bowker lists the terms generally used to denote 
types of construction as (1) Welt, (2) McKay, (3) 
Littleway, (4) Turn, (5) Stitchdown, (6) Nailed, (7) 
Cemented, and (8) Moccasin. He points out, however, 
that these names by no means convey the necessary 
information regarding the various types of construction 
used. As a matter of fact, more than forty individual 
constructions are described and classified under the 
eight headings listed above. Moreover, the individual 
constructions in a main group vary among themselves. 


The Editor’s Outlook 
[ CONTINUED FROM PAGE 40] 

shoes are practically the only industry that has not been 
called to account for violation, misrepresentation and 
ordered to cease and desist. If there have been any 
cases, they have been so few that they are not worthy 
of comment, although occasionally there does appear an 
item to the effect that some foot appliance needs correc- 
tion in its claims of health help. Remember, over the 
years, the shoe industry has “been an honest, trust- 
worthy craft. “It is the tradition of the trade that no 
one could be made truly righteous by law. One could, 
by coercion, be made to put on a superficial crust of 
piety but it would be a sham. Righteousness is an 
inward goodness which no law can touch.” 

We have an elementary code of ethics prevailing in 
an industry so friendly and earnest in its public service 
that there has been no need for us to ask for Federal 
Trade Commission help in enforcing it. Let’s hope 
that we can continue to keep our hands clean. 

So with that caution may we reiterate—put every 
effort into the sale and service of shoes in the next ten 
weeks—the vital ten of the year, for the entire structure 
of an industry depends upon the sale of millions of 
pairs of seasonable shoes between now and July 1st. 
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A Complete Summer 
Promotion at Retail 
[CONTINUED FROM PAGE 32] 


where a good year ’round business is 
done in these types, regardless of when 
the opening date of the selling season 
starts, the real profit period ends in 
July. That means that promotion of this 
type of shoe should start sufficiently 
early to allow time for a thorough ef- 
fort, well in advance of the buying 
period before clearance. 

To this end, and setting a mean the 
country over, BOOT AND SHOE RECORDER 


.gives you National Sport Shoe Week, 


May 21 to 28, a promotion on which 
much space will be devoted between 
now and those dates. An added thump 
is given in the small promotion you see 
on these pages. 

As to its timing, it will vary with 
geography, but in no case should it ap- 
pear later than the week following Na- 
tional Sport Shoe Week, and it will’ be 
more effective generally when it coin- 
cides with those dates or the week pre- 
ceding it. It is a general promotion 
and might run the full month period 
before clearance. It is a double purpose 
promotion, being equally profitable to 
customer and merchant. The purpose 
is to sell more whites and Summer 
novelties and to sell them before clear- 
ance when there is real profit for the 
merchant in them. 

Besides those important functions, 
however, it is of value to the customers 
in getting them to make their selection, 
and get them to buy sport shoes suf- 
ficiently in advance that they may en- 
joy a full white season’s wear from 
them. This is a good economic reason 
for the customer and can be success- 
fully demonstrated in your copy. 

To a standard window plateau set-up, 
you can add a simple or quite elaborate 
shadow box with a circular opening. 
Our sketch shows a rather expensive 
set-up, but it can be reduced to a basic 
simplicity by your display. man or 
carpenter. The circle consists of birds, 
house and leaves. These can be pro- 
jected and cut from heavy poster or 
compo board by means of a heavy trac- 
ing or pantagraph. Colors suggested 
are white or neutrals for the back- 
ground, light browns with red detail 
for the birds, grass green for the 
foliage, and bright crimson for the 
house. 

Don’t forget “The Early Bird Gets 
The Cream of the Crop” on the circle 
and little card for use up forward in 
the window. 


To your regular newspaper, add a 
Summer Shoe folder. Why not add a 
new approach “The Early Bird Gets 
the Cream of the Crop” and your early 
selection of Summer shoes will assure 
the style you want and the size 
you need; and the secondary appeal 
“Early buying guarantees a full sea- 
son of wear from your whites and Sum- 
Mer novelties.” A breakdown can be 
made of the loss of wearing time in- 
curred by those who wait for clearance. 
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LET FAIRY FORMS 


YOUR SHOES 


Fine shoes, but 
they’re drab— 
here’s something 


sadly lacking! 


The same shoes 
but what a world 
of Glamour they 
have now! 


( _ EEING is believing! Display your shoes on Fairy Forms 


and let your customers see for themselves the glamour 


and romance of the latest models. 


Step up your volume, pep up your window and counter dis- 
plays, with Ankle Hi and Twinkle Toe forms shown above, 
and other Fairy Forms for shoe and hosiery display. 


WRITE TODAY for Catalog No. 53, which shows our com- 
plete line of display forms. Or, better yet, send us by express 
collect, one right shoe from each of the models you have for 
display. We will return to you, the same way, perfectly fitting 
Fairy Forms for the shoes, in Ankle Hi or Twinkle Toe models, 
whichever you request. Address Department BS-4. 


SHOE FORM CO. INC., AUBURN, N.Y. 
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THE CALL’S 


_And 


In Beach and Play Sandals 


"Ready." For we are now show- 
ing a most comprehensive selec- 
tion of attractive patterns on 
the wedge and cuban heel types 
and the 1!/5 inch clogs. 


BEACHCRAFT SANDAL C®O., INC. 


1410 Broadway, New York City 


A. J. Sarubbi, Room 712 Marbridge Bldg., New York City 
Factory: 10-12 Jones St., New York City — 


FOR CORK 


Beachcraft's answer is 


Profits in Summer Play Shoes 


[CONTINUED FROM PAGE 31] 


small the boat—as an all white cos- 
tume. There is a knit fabric on‘ the 
market that is especially attractive in 
white. Then there is white with navy 
blue, always a popular Summer combi- 
nation. For golf and walking advise a 
brown and white saddle oxford. 

There is a variety of materials and 
patterns for the endless occasions when 
an attractive Summery looking shoe is 
wanted—one that cannot be spoiled by 
wet grass or sand or rough rocks, but 
which is dressy enough for a woman to 
wear with a tailored linen or soft cot- 
ton dress, or a man to wear when he 
changes to his white flannels for late 
afternoon. 

Here is the place for shoes made of 
the suede-like fabrics which look dressy 
but are so practical because they can 
be cleaned by washing. This kind of 
material is used in all over shoes for 
both men and women and as trimming 
on the sturdier canvas weaves. For 
men, this fabric makes an especially 
smart shoe in all white with a contrast- 
ing color for the sole. 

For women there are even daintier 
materials, such as the silk-like print 
shown here. Sandalized oxford, T-strap 
and sandal patterns with woolen Cuban 
heels make many women’s shoes dressy 
enough for any occasion. A rubber sole 
that can slide easily over a dance floor 


is an important feature in this group. 

In men’s and women’s beach shoes 
there are three outstanding types. There 
is the all rubber bathing shoe, with or 
without buckle adjustment. For the 
beach, multi-color peasant cloth is pop- 
ular for both men and women. A com- 
plete Summer shoe wardrobe should in- 
clude both. An alternate bathing shoe 
for a woman might be the pattern 
shown here in a child’s size—made of 
rubberized fish-net. 

Children’s Summer sport shoes show 
an interesting range of patterns and 
colors—red, blue and white for the 
younger; blue, brown and white for the 
older. Like the men’s and women’s 
shoes, they have been designed to carry 
the child succesfully through the long 
play hours of a Summer day. 


Merchandise Sources 
[PaGEs 30-31] 


1. Five eyelet blucher of perfor- 
ated white split with heavy white 
crepe rubber sole. From Endicott- 
Johnson Corp. 

2. Blue canvas tennis shoe, five 
eyelet bal, rubber sole with white 
rubber binder. From _ Endicott- 
Johnson. 


3. A blucher saddle in white can- 
vas with gummed sole and brown 
gag welt. From Hood Rubber 

4. A gypsy seam blucher, with 
perforated white nap fabric, gum- 
med sole and bright red rubber 
— From United States Rubber 
5. Child’s blue canvas oxford 
trimmed in white with special con- 
struction for arch support. From 
B. F. Goodrich Co. 

6. An all-over dark green oxford 
in duck with heavy sole and taffy 
colored wrapped edge. From United 
States Rubber Co. 

7. Basket ball and tennis sneaker. 
combining canvas with overlays of 
white rubber and featuring heavy 
sole. From Endicott-Johnson Corp. 

8. Mesh canvas with tan fabric 
saddle and red rubber sole. From 


‘Cambridge Rubber Co. 


9. Norwegian pattern in blue can- 
vas and white suede fabric with 
gummed sole and blue welt. From 
Hood Rubber Co. 

10. Oxford with heel in tricotine 
fabric, a knit material, especially 
smart for wear with summer knitted 
sportswear. Kiltie tongue and trim- 
ming in smooth suede fabric. From 
Converse Rubber Co. 

11. Suitable for wear with sum- 
mer dresses, this moccasin type 
T-strap in white fabric with blue 
heel and blue suede fabric overlay. 
From Endicott-Johnson Corp. 

12. A rubber beach or locker san- 

dal of one piece construction. This 
is the first time that this shoe has 
been executed without the use of 
some buckle or adjustment. From 
United States Rubber Co. 
_ 13. Latex-treated fish net bathing 
shoe, in white only, for small child. 
Composition cork and crepe sole. 
The same model in women’s size:. 
From United States Rubber Co. 

14. Classic brown .and white sad- 
dle oxford in duck with composition 
rubber sole in red clay color. From 
Cambridge Rubber Co. 

15. Saddle oxford in white fabric 
with brown saddle and gypsy seam 
in suede fabric. From Mishawaka 
Rubber Co. 

16. Popular multicolor peasant 
cloth in beach sandal with compo:i- 
tion cork and rubber sole. From 
‘Hood Rubber Co. 

17. Dressy cross strap sandal made 
of silk-like material in colorful 
print. Wooden Cuban heel. Smooth 
rubber sole. Charming shoe for 
semi-dress occasions. From Beacon 
Falls Rubber Co. 
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OF NORTHAMPTON, ENGLAND 


A POPULAR 
FIELD BOOT 


MADE IN ENGLAND 
AND HAVING ALL THE 
CHARACTER AND EX- 
CELLENCE TO BE SE- 
CURED BY MASTER 
CRAFTSMEN WORKING 
ON BEST MATERIALS 


IN STOCK 
AT OUR AMERICAN 
HEADQUARTERS 


MANFIELD & SONS 


1636 RANSTEAD ST. 


PHILADELPHIA 


SEND FOR 
STOCK CATALOG 


[LYNN ROBERTS 
Attractive Star of 
Republic Pictures 


ST. LOUIS, MO. 
Canadian Distributors 


HOLLYWOOD 
FAVORITES 


Buck Buffer 


THE STAR WHITE CLEANER FOR 


BUCK, SUEDE AND FABRIC SHOES 


Show Your Customers How to Solve a Summer Problem 


Hollywood Way! 


A few pats with the raised side of a Buck Buffer restores original nap and brilliance ..then.. 
turn the convenient cleaner over and use the buffer to remove all excess powder. Each 
Buck Buffer is smartly packed in a dustproof rubber envelope to insure absolute cleanliness. 
MAKE THIS TEST. Send us your order for one dozen Buck Buffers and it, after showing 
and suggesting them for one week, you're not entirely satisfied, we'll make an immediate 
refund! 


Retails for 25¢ © Your cost, $1.50 per dozen. 


WIZARD COMPANY 
WALSALL, ENG. 


: Canadian Specialties, Ltd., Hamilton, Ontario 


Urges Canadian Tariff 
Reductions on Leather 


WASHINGTON, D. C.— Representing 
the Council’s Washington Committee, 
of which Victor G. Lumbard is chair- 
man, -Merrill A. Watson, testified 


_ recently at the oral hearings in con- 


nection with the Canadian reciprocal 
trade agreement. The statement pre- 
sented by the Council’s Executive 
Vice-President emphasized the neces- 
sity for reductions in Canadian tariff 
rates on United States leather exports 
in order that greater equality of treat- 
ment might obtain than at present. Mr. 
Watson said in part: 

“We believe that equality of treat- 
ment must be the primary consideration 
in any discussion of leather duties in 
this country and in Canada. Without 
such equality of treatment as a mini- 
mum condition, serious injury will be 
inflicted upon the business of United 
States tanners. 

“At present two factors operate in 
the leather trade between this country 
and Canada ‘to the very great disad- 
vantage of American tanners. The 
first of these is immediately obvious 
,, from a comparison of United States 
“and Canadian duties. Our tariff rates 
are with very few exceptions far lower 
than Canadian imposts. While this 
fact alone would seem to place the 
burden of tariff adjustment on Canada, 
an even more important consideration 
is involved in the Canadian preferen- 
tial Empire rates. Products of the 


United Kingdom, for example, which : 


are competitive with exports from this 
country, are admitted at rates which 
in most cases are so low as to be al- 
most nominal.” 

After discussing the situation with 
reference to several specific types of 
leather, Mr. Watson said: 

“While comparative tariff rates alone 
clearly indicate the necessity for Cana- 
dian tariff reductions in order to estab- 
lish greater equality of treatment, sev- 
eral facts of a highly practical nature 
make such reductions desirable. In the 
opinion of various shoe, and glove and 
garment manufacturers in Canada, 
certain types and qualities of leather 
produced in the United States are es- 
sential to the Canadian manufacturers. 
The proximity of sources of supply in 
this country to the Canadian buyers 
enables them to obtain colors, styles 
and selections on short notice. 

“The importance of this derives from 
the fact that many of the leather con- 
suming industries are sharply influ- 
enced by seasonal factors, and domi- 
nant style trends may appear very 
quickly. Since the Canadian industries 
are affected to a great extent by style 
trends in the United States, the ex- 
cessively high duties on leathers im- 
ported from this country are very 
often a serious handicap to the Cana- 
dian manufacturer.” 

In conclusion, the following points 
were emphasized by Mr. Watson: 
First, that present United States rates 


on leather are reasonably low. Sec- 
ond, our duties are particularly low in 
contrast with the excessively high Ca- 
nadian rates. Third, preferential 
Empire rates are not a theoretical con- 
sideration for United States tanners; 
Imperial preference has been the direct 
cause of a drastic loss in export volume. 

“For these reasons,” he explained, 
“we believe that the specific problem 
of present negotiations with Canada, 
at least as far as leather is concerned, 
is the problem of obtaining greater 
equality of treatment through reduc- 
tions in the Canadian rates. There is 
not the slightest necessity or justifica- 
tion, in our opinion, for any reductions 
in the United States tariff on leather.” 


New Morse Shoe Store 


WORCESTER, Mass.—A new Morse 
Shoe Store opened at 440 Main St. in 
an entirely remodeled store, with a 
front of white Italian marble with 
bronze trimmings. The center panel 
of the front is lighted by translucent 
Vitrolex glass. 

In charge of the store is Murray 
Brownstein, who reports a gala open- 
ing event. The store is part of the 
Morse chain, operating stores in New 
Bedford, Fall River and other New 
England cities. It features shoes for 
women and children. Hosiery and hand- 
bags are also featured in separate de- 
partments. 

For opening day the kiddies received 
marbles, balloons and jump ropes. 
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Equipment 


ROUNDED 
OUTSOLE . 


WITH INSOLE 
INCISION 


PLANET SOLE ROUNDING MACHINE — MODEL E 


The Planet Sole Rounding 
Machine — Model E and 
GAC Splitting Machine— 
Model E are available to 
all Sbicca-DelMac licensees 


: 
. 
€ 
: 
OUTSOLE 
SPLITTING MACHINE — MODEL 
< 
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PRECISION 


FOR LOCKSTITCH 


Sbicce-DelMac process of stock fit- 
ting requires particular accuracy and 
uniformity in the preparation of out- 
sole and innersole. Because both 


pieces are derived from one sole, 
precision in sole rounding and sole 
‘OR CEMENT splitting are very -important. 


The soles of Sbicca-DelMac shoes may 


oy ONS be attached by any of four standard 
— processes: Cement — Lockstitch — 


McKay Sewn — Goodyear Welt. 
oye 


fitting and attaching the soles of snvaae 
Sbicca-DelMac shoes affords manu- monte 


facturers the advantages of maximum 
operating economy at lowest avail- 
able machine costs. 


we CEMENT SOLE ATTACHING 
j§|$-.ACHINE MODEL B 


UNITED SHOE MACHINERY CORPORATION 


Ba. 
Rie yy 
{ 
ig 
Complete USMC Equipment for stock- 
| omplete quipment for stock- 
¢ a 
DEL E 
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AIL of our leather 
Peer of All is completely Tanned : 
Patent Leathers and Japanned in our 
quarter 66 location - -- under closest 


supervision---with one 
thought in mind-::- 


of its consistency in rich ~uality 
colors, fine finish, and qual- 
ity texture. 


New Fall Colors and Black 
LUCIUS BEEBE, SONS, Inc. 


TANNERY, BRISTOL, PENNSYLVANIA 
129 SOUTH STREET, BOSTON | 
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THIS WEEK IN THE 


Satarday, April 23, 1938 


SHOE TRADE 


National News 


Program Completed for Illinois Show 


Illinois Shoe Retailers and Travelers Hold Final Meeting 


to Complete Plans for 


State Show in Peoria, 


May 15, 16, and 17 


Peoria, ILL.—Officers of the Illinois 
Shoe Retailers association and members 
of the executive committee for the IIli- 


nois Shoe Travelers held a final meet- 


trations and 125 traveler attendance 
slips are to be collected at the 3-day 
meeting. More than 150 commercial 
exhibits will be open to.shoe men in 


Prominent in the work of arranging the convention are, seated, left to right: 
0. B. Boyd, shoe travelers secretary; David Copperstein, Jerry Bordenet, W. J. 


Crawford, convention chairman; James 


J. McCarthy Martin Scherff, all 


_ Peorians. Rear, left to right, are: H. J. Sternick, D. J. Smith, Carl M. Kramp, 
Springfield, shoe retailers’ president; John W. Rodgers, Bloambagion, retailers’ 
i vice-president; J. H. Giddan, Joseph Nathan and Bert Wilcoxen. 


ing here, recently, to complete arrange- 
ments for the 1938, state-wide conven- 
tion of the combined units, to be staged 
at the Hotel Pere Marquette in Peoria, 
May 15, 16 and 17. 

W. J. Crawford, Peoria, general 
chairman for the. convention and past- 
president of the Illinois Shoe Retailers, 
presided at the committees session. He 
reported extra advance publicity, in- 
eluding sending of two booster letters 
instead of the customary one, has gone 
to all shoe men eligible to attend the 
convention in an effort to swell the 
registrations this year. The chairman 
added that at least 300 retailer regis- 


the hotel during that time, Mr. Craw- 
ford estimated. 

The convention begins on a Sunday 
morning. A golf tournament, with Bert 
Wilcoxen, Peoria, as chairman, is the 
initial event. Registration, informal 
smoker groups and a supper party with 
entertainment, will round out the con- 
vention schedule for that day. 

Monday’s luncheon and business ses- 
sions will be featured by an important 
talk, “The American Way,” to be given 
by B. C. Heacock, president of the 
Caterpillar Tractor Company, Peoria. 
A prominent shoe manufacturer and a 

[TURN TO PAGE 63, PLEASE] 


N. Y. Travelers Plan 


Gala Evening 

NEw YorK, N. Y.—In keeping with 
the custom started last year to enter- 
tain visiting shoe men in New York for 
the showings of the Shoe Fashion Guild 
of America, the Boot and Shoe Travel- 
ers’ Association of New York will again 
act as host on Tuesday evening, May 3, 
the second night of the Fall Showing 
of the Guild. 

A steak dinner has been planned, 
followed by an interesting entertain- 
ment program in the style of a stage 
show of a different type than has been 
staged previously, and will be held in 
the Grand Ballroom of the Hotel Roose- 
velt, beginning at 7.00 p.m. Dinner 
will be served at 7.30 p.m., and the en- 
tertainment at 9.00 p.m. 

Tickets are $6.00 a person. Table 
reservations, seating eight or more, will 
be honored in the order they are re- 
ceived as will reservations for less than 
a table. 

Charles Havranck, secretary of the 
association, in speaking of the affair 
says: “The cooperation extended by the 
various firms in the industry on pre- 
vious oceasions is deeply appreciated 
by our association. Everyone will agree 
that our association in holding affairs 
of this kind has contributed largely to 
good fellowship among the various 
branches of our industry, and we intend 
to carry on.” 


Fyfe President Honored 
on Birthay 


Detroit, Micu.—Forty members of 
the Detroit Philatelic Society, on Wed- 
nesday evening, April 13, honored Wil- 
liam F. Livingston, president of R. H. 
Fyfe & Co., in celebration of his 
eightieth birthday, with a dinner at the 
Detroit Athletic Club. 

Mr. Livingston gave a résumé of his 
career in the shoe business and ex- 
pressed optimism regarding business 
and its early return to normal condi- 
tions. 

Dr. Henry F. Vaughan, health com- 
missioner, and Alfred Wray were hosts 
for the dinner, with Lyndon R. Bab- 
cock, president of the society, as toast- 
master. 
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CANTILEVER SHOES 


GROUND GRIPPER 
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The Market Is Calling 


all buyers—wanting the latest and best— 
tested by comparison. 

No other shoe center gives to buyers 
the chance for a choice obtainable in the 
Marbridge Building. 

When in New York—be neighborly—a 
welcome awaits you on every floor. 


D. S. MACDONALD, Mgr. 


47 WEST 34THST aronoway NEW YORK 


Selling Technique 
Increases Sales 


MiaMI1, Fia.—O. C. Miller, shoe buy- 
er for Burdine’s, Miami, has developed 
a selling psychology which he declares 
has increased the average sales check 
for the season by $3.50. His new tech- 
nique is this: A salesperson is in- 
structed to show a woman not just the 
one pair of shoes she asks for, but a 
wide range of everything possible in 
her size. These shoes are brought out 
and strewn around on the floor. If 
the clerk gets up for more shoes, no 
attempt is made to pick up the boxes 
already opened—they must be left. It 
gives a woman a feeling of importance 
to see a dozen or two pairs of shoes 
around her chair. The psychology of 
the thing is that she likes to feel she 
is “hard to fit,” and then if this store 
can fit her, she will remember it. 

Salespeople in this department are 
hired to sell shoes, not to take care of 
stock, so a special stock man looks after 
all this extra showing. “It has worked,” 
Mr. Miller says. He is of the opinion 
that a salesman can very materially 
increase his sales checks by this method. 
Figures for the department this sea- 
son bear out the statement. 

Bags are a necessary accessory for 
shoes and Burdine’s has provided bags 
for every shoe. They have done an 
outstanding business in matching bags 
and it is with pride the shoe men re- 
port that with certain types more bags 


have been sold in the shoe department 
than in the regular bag department. 

Because of the big demand for white 
with color this season, it is easier 
to sell several pairs of shoes to a cus- 
tomer than when the all white shoe was 
in demand. 


Fort Wayne Sees a 
Blue and White Year 


Fort WAYNE, INpD.—1938 in Fort 
Wayne will be conspicuous for the pre- 
ference of women for blue shoes, say 
leading retailers, both in exclusive 
stores and in the. departments. All 
whites are not expected to be as popular 
as during the last two or three years; 
two-tones and solids are expected to 
make a good showing throughout the 
warm months. The open-toe, strap 
sandals will continue the popularity 
these models achieved here last season. 

Retailers for the most part report a 
drop of approximately 35 per cent in 
sales volume since the first of the year, 
as compared with the same period last 
year, with one or two conspicuous ex- 
ceptions, including Talbert’s, which re- 
port a gain of 20 per cent in the more 
substantial grades. Reemployment in 
the larger industries here will deter- 
mine sales volume for Spring and Sum- 
mer, coupled with reports by many re- 
tailers that back orders of sizes are not 
easily or speedily obtained from the 
manufacturers. 


Over 200 Exhibits 
Listed for Cincinnati 


CINCINNATI—More than 200 of the 
leading shoe manufacturers of the 
country have already made reserva- 
tions for display space at the Midwest 
Shoe Fair, to be held in Cincinnati, 
Ohio, June 5, 6 and 7, 1938. 

Shoe men who have aitended this 
convention in past years are well aware 
that it is among the most successful 
shows of its kind, and the shoe industry 
in general has come to look upon it 
as an outstanding show of the Fall 
season. Judging from the interest 
among both retailers and manufac- 
turers, the Midwest Shoe Fair of 1938 
will rank second only to the Chicago 
show throughout the entire trade. 

The general response from retailers 
all over the country has been most 
gratifying to the committee, and the 
Netherland Plaza Hotel reports good 
numbers of advance registrations from 
retail shoe men are coming in every 
day. 

It has been found that many retailers 
plan to bring their families with them 
at the time of the fair. Cincinnati has 
much to offer of interest to visitors 
and many of the Midwest Shoe Fair 
guests have found it both practicable 
and pleasant to combine a family vaca- 
tion with their visit to this important 
shoe show. 
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Peview all Sample Lines 
New York MAY 9-3-4 
visit room? 721 and 122 at the 
Cantileve™ Shoes including the 
NEW DRESS Yon 
ORTHOPEDIC SHOES. Inc: Portsmouth, Ohio 
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Program Completed for 
Illinois Show 


[CONTINUED FROM PAGE 61] 


widely known shoe distributor, whose 
names will be announced later, have 
also been secured as speakers. 

Deviating from business, [Illinois 
shoe men will hear about “Thirteen 
Months with General Franco in Spain” 
at the convention banquet Monday eve- 
ning, May 16. Walter Schaible, Chi- 
cago, just back from Spain where he 
was wounded by the Loyalists while 
fighting under Franco, is the speaker. 
Mr. Schaible is a graduate civil engi- 
neer from Purdue University. A com- 
plete floor show and other entertain- 
ment will conclude Monday’s activities. 

Tuesday is to be devoted entirely to 
reports of committees, election of of- 
ficers and general association business. 
Visitations of dealers to the travelers’ 
displays will also be stressed on the 
final day of the convention. 

Carl M. Kramp,: Springfield, IIl., 
president of the state Shoe Retailers 
association, and C. A. Swanagan, Terre 
Haute, Ind., chairman, Illinois Shoe 
Travelers, are aiding Mr. Crawford in 
direction of the coming convention. 


’ 


Other shoe retailers aiding are: John 


W. Rodgers, Bloomington, state vice- 
president; John Moser, secretary; Bert 
Rogers, O. W. Myers, and Joseph 
Nathan, all Peorians. Other shoe trav- 
elers on general committees for the con- 
vention are: M. W. Scherff, treasurer; 
E. I. Geddes, Roland E. Lipps, O. B. 
Boyd, secretary, and J. J. McCarthy, 
all Peorians. 


Mr. Swanagan, recuperating from an 
attack of pneumonia, was unable to 
attend the convention preparation meet- 
ing. His presence is expected, however, 
at the convention. 

This is the third consecutive year*the 
Shoe Travelers and Shoe Retailers of 
Illinois have combined their annual 
meetings in Peoria. 


Fry Buys Into Pacific Shoe Co. |. 


Los ANGELES, CALIF.—Elmer M. Fry, 
who has represented the Fern Shoe Co. 
on the West Coast for several years, 
has bought a half interest in the Pacific 
Shoe Co. from the present owner, Max 
Garfinkle. The latter will continue in 


his present capacity of having charge 


of the manufacturing and finances, 
while Mr. Fry will be designer and 
sales manager. The factory is now en- 
tering the field as nation-wide distribu- 
tors. 
Marbridge Building, New York, very 
shortly with a permanent sales repre- 
sentative stationed there to cover the 
metropolitan and nearby territory. In 
the new set-up all turn-process shoes 
will be discontinued. In their place, a 
line of moderately-priced. sport and 
dressy cemented women’s shoes will be 
produced. 


W. G. Byrne Joins Scholl 


CuHIcaGo, ILL.—W. G. Byrne, formerly 
associated with Jim Duffy, Inc., as copy 
writer and account executive is now 
assistant to J. A. Wagner, advertising 
manager of the Scholl Mfg. Co., Inc. 
Mr. Byrne is succeeding E. G. Cisle who 
recently resigned. 


| Western Windows Catch the Eye 


¢ Worth, Texas—This attractive display of cowboy boots and shoes was used 
H. J. Justin & Sons, Inc., manufacturers of boots and western footwear, at 


@recent stock show and rodeo in this city. 


Needless to say, the display received a 


lot of attention as does a display of this merchandise no matter where shown. 


An office is to be opened in the |, 


EXTRA PROFIT? 


Without changing the retail on 
asingle item . . . without cutting 
any corners—it is quite possible 
that you can make every sale 
yield an extra margin of profit! 
How? By making this check 
on your wrapping methods. 
Write for a copy of the Shoe 
Wrapping Chart. It compares 
paper-and-twine, boxes and 
Handelok Carry Bags on the 
basis of actual costs, consumer 
acceptance and other impor- 
tant features. You can see at a 
glance how your wrapping 
stacks up... Dozens of shoe 
stores and shoe departments 
have found that 
Handeloks not only 
eliminate wrapping 
waste but build cus- 
tomer good-will. 
Perhaps they'll do 
the same for you. 
Write for your 
copy of the Shoe 
Wrapping Chart. 
It's free! 


WOLF BROTHERS 


1220 Callowhill St., Phila., Pa. 


Bags and Envelopes for Every Retail Need 
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Riding Boots 


JODHPURS 


Also Riding and 
Field Boots - - - 
three leg widths 


Send for 1938 
Catalog 


ARNOFF 
SHOE CO. 


JM CONNEL 
“SHOE CO. 


Store Fixtures 


Luxurious Seating 
COMFORTABLE 7 COLORFUL 


To match your store color scheme. 
Prices ean afford to 
Write for catalog. 


INTERNATIONAL 


“SEAT CORPORATION 
1311S. Wabash Ave., Chicago 
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New Quality Man for Compo 


Boston, Mass.—Harvey Weil, who 
joined the Compo Shoe Machinery Corp. 
in 1930, after a successful experience 
with Laird Schober of Philadelphia, 


HARVEY WEIL 


has recently been promoted to act as 
quality man and consultant with Compo 


licensees in all parts of the country... 


His experience in the manufacture of 
fine hand-fashioned footwear has fitted 
him particularly for this newer and 
broader work, to which he brings the 
background and experience of the cus- 
tom shoemaker. 


Boston Shoe Club 
Elects Officers 


Boston, Mass.—A. L. Easterman, 
chief foreign correspondent of the Lon- 
don Daily “Herald,” told members of 
the Boston Boot and Shoe Club at its 
last meeting of the season that the 
trend toward economic self sufficiency 
in the nations now ruled by dictators 
sooner or later will have its economic 
effect on the democracies. His general 
conclusion was that these democracies, 
specifically England and the United 
States, will have to come closer and 
closer together—that, in fact, an Anglo- 
American alliance is inevitable. In- 
ternational politics as practiced in the 
Central European states was described 
by the speaker, who recently covered 
all of Europe and most of Russia for 
his paper. 

At the conclusion of the meeting, the 
retiring president, Eugene L: Wyman, 
suggested that the club, instead of con- 
tinuing as a purely social organization, 
give itself real meaning and purpose 
by underwriting assistance to members 
of the trade in need of help. This was 
quickly adopted by the meeting and it 
was voted to build up a fund, to be 
known as the “Wyman Fund,” for that 
purpose. In charge of the organization 
work is to be a committee consisting 
of Colonel Charles T. Cahill, John E. 
Daniels, James T. Gormley, William R. 


THE 
FOUNDATION 


young walkers are built over 
three different lasts, fitting 
equally well the narrow, av- 
erage or chubby foot. They 
come in sizes 2 to 8, and 


leading children's shoe 
departments through- 
out the country. 


MRS. DAY'S 
IDEAL BABY 
SHOE CO. 

Danvers, Mass. 


FLEXIBLE 


HARD 
SOLES 


STOCK No. 561 


Martineau, Louis H. Salvage and Harry 
E. Gardner. 
Officers who will serve for the next 
club season were elected as follows: 
President and treasurer, F. B. Mas- 
‘terson, Hub Shoe Co., Boston; first vice- 
president, Louis H: Salvage, Louis H. 
Salvage Shoe Co., Manchester, N. H.; 
second vice-president, Frank C. Don- 
ovan, F. C. Donovan, Inc., Boston; 
third vice-president, James P. O’Brien, 
Williams Cut Sole Co., Boston; secre- 
tary, James H. Stone, Boston; assistant 
secretary, Maxwell Field, Boston. 
The new Executive Committee is com- 
posed of Colonel Charles T. Cahill, 
United Shoe Machinery Corporation; 
John E. Daniels, John E. Daniels 
Leather Co., Boston; Harry E. Gard- 
ner, American Oak Leather Co., Boston; 
Ellis Gordon, Ellis Gordon & Son, Bos- 
ton; James T. Gormley, Day-Gormiey 
Leather Co., Boston; Oscar L. Horton, 
George H. Webster Sole Co., Athol, 
Mass.; B. Stanley Gordon, Jr., Dun- 
gan Hood & Co., Inc, Boston; 
James T. Keating, James T. Keating 
©Co., Boston; W. J. McHenry, he 
Linen Thread Corporation, Boston; 
John F. Murphy, Ohio Leather 
Corporation, Boston; James E. Wall, 
Wall-Streeter Shoe Co., North Adzms, 
Mass.; Max Wind, Wind Innersole & 
Counter Co., Brockton; and Eugen: L. 
Wyman, United States Leather “o., 
Boston. 
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“HIGHEST GRADE ONLY” 
EAST WEYMOUTH, MASS., U. S. A. 


Cohen Joins Vulcan 


GOOOYEAR 


. 

RAW CORD 

SOLE & HEEL 
GRAIN LEATHER 

INNERSOLE 


“SPECIAL 


Sales Force 


PoRTSMOUTH, OHIO—Irving Cohen 
has been added to the last sales force 
of the Vulcan Corporation, working out 
of the Brockton plant, principally in 
New England. Mr. Cohen is a young 


GREAT 
EASTERN 
SHOE CO. 


196 LINCOLN 
BOSTON 


GENUINE 
OCCASIN LAST 


WIDTH 6.11 
No. 722 BROWN 
No, 723 BLACK 


Children's Shoes 


HAND LASTED 
CHILDREN’S SHOES 
Finest Quality 


PEDICRAFT one & Ritner Sts., 


and Quarter Lining 


The Outstanding Re- 
placement for Leather 
as @ Quarter Lining 


RESPRO._ INC 


IRVING COHEN 


man of exceptionally pleasing person- 
ality and is being warmly greeted by 
his many friends in the shoe trade. He 
is the son of Al Cohen, sales manager 
of the Newmarket Shoe Co., Newmar- 
ket, N. H. He is a graduate of Brook- 
line Hig School, Brookline, Mass. 

He was formerly employed by the 
Newmarket Shoe Company both in the 
factory and in the sales department 
and has a wide acquaintance among 
New England manufacturers. He has 
also traveled for the Regal fabric lines 
and also for the Plymouth Rubber Com- 
pany and the Atlantic Rubber Company 
and was with the Plymouth Rubber 
Company just prior to joining Vulcan. 


Forest Park Adds 
to Sales Staff 


St. Louis, Mo.—Roy Harston, sales 
manager of Forest Park Shoe Company, 
St. Louis, announced last week the ad- 
dition of two new territorial repre- 
sentatives. Charles Witosky, who cov- 
ers Minnesota, Iowa, North and South 
Dakota, Kansas and Nebraska; and 
Roy F. Schneider, who covers Phil- 
adelphia, New York City and the New 
England States. 

Mr. Witosky comes to Forest Park 
from the Central Shoe Company where 
he ranked as one of the company’s top 
salesmen, covering the state of Iowa. 

Mr. Schneider is one of the best 
known shoe travelers in the New York 
and New England territory. For a 
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IF YOU'RE 


| HUNTING 


FOR BOOTS 


STOP 
RIGHT 
NOW 


— type of boot is 
ribed as official 


equipment and worn by 


teal “it is outdoor 
and play. 


bother of 
lacing. Can be worn over 
long trousers. 


IN STOCK 


Write for Catalogue B-13 
showing this 

And Many Other Types 

of Fine Quality Boots 

OLT EST. 1895 


ROMWELL CO., Inc. 
STOUGHTON, MASS. 


number of years, he was with John 
Kelley of Rochester as stylist and sales 
manager, and during the past few 
years, he has been with the Sherwood 
Shoe Company of Rochester. 

The addition of these two men brings 
the Forest Park sales force up to eight. 
This company is experiencing a healthy 
growth. The production for the season 
just closing has been steady and Mr. 
Harston expects the Fall season to be 
highly satisfactory. 


Wendorf with 
Well-Worth Slipper Co. 


HONESDALE, PA.—George E. Wendorf, 
now associated with the Well-Worth 
Slipper Co., Inc., here, will take charge 
of all out-of-town sales. He will main- 
tain a New York office in the Marbridge 
Building, 34th Street and Broadway, 
Room 558, where he will be on hand to 
welcome his many out-of-town friends 
when they visit New York. 


Lawrence Lewis Now 
with Fern 

Los ANGELES, CALIF.—Lawrence 
Lewis is now covering Denver, west, 
with the exception of the Pacific North- 
west states, for The Fern Shoe Co. He 
has been traveling this same territory 
for the past fifteen years, so is well 
and favorably known among the trade. 
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Trade 
Literature 


Analyzes New Trends in 
Business Paper Advertising 


“Advertising and Selling Through 
Business Publications” is the title of a 
new and interesting book by Mrs. Mabel 
Potter Hanford, which has recently 
been published by Harper Brothers, 
New York. Roy S. Durstine, of Batten, 
83arton, Durstine & Osborne, well known 
advertising agency, wrote the foreword. 

Mrs. Hanford, who at one time was 
Mr. Durstine’s private secretary, seven 
or eight years ago suggested that she 
be allowed to specialize in the purchase 
of business space for the agency. Since 
then the purchase of several thousand 
pages of business space annually has 
made her a keen judge of those quali- 
ties of a business publication which will 
insure the most effective advertising 
job. 

As business publications have pro- 
gressed and publishers have recognized 
the values of audited circulation state- 
ments, the space buyers task of de- 
termining just which of a number of 
strong publications will do his job most 
thoroughly, has become increasingly 
complex. The searching analysis to 
which circulation reports are put today 
is revealed in the chapter on “Circula- 
tion Methods and the Audit Bureaus,” 
and whether you agree with all her 
conclusions or not, there can be no 
doubt but what Mrs. Hanford has to 
say is important to you if you are a 
publisher or a buyer of business paper 
space. 

The editorial story and the respon- 
sibility of the man who occupies the edi- 
torial chair to his reader and to the 
advertiser, receives considerable atten- 
tion in the chapter on “Editorial Stand- 
ards.” Mrs. Hanford reports that the 
business paper representative is becom- 
ing more and more conscious of the man 
behind his publication. Mrs. Hanford 
lists 25 questions which the advertiser 
and space buyer might well ask the 
space salesman about the editor of his 
publication. 

Advertising copy for business pub- 
lications may be a costly item in prepa- 
ration, but Mrs. Hanford claims “the 
advertising page is so much a part of 

the business publication that only when 
its message speaks the language of the 
magazine’s audience will it perform the 
kind of sales function that makes ad- 
vertising a profitable branch of the 
sales department.” Included in the 
book is a comprehensive bibliography 
of sources of market statistics, to- 
gether with the findings of a far-reach- 
ing survey of reader habits conducted 
by Crossley, Incorporated for The Mc- 
graw Hill Company in 1937, and here 
published for the first time. 
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E. |. DU PONT DE NEMOURS & CO., 


SELBY Shoes Have Scuffless Heels 


The Selby Shoe Company knows it’s good business to 
give dealers all the new advantages that help make 
sales easier. That’s why you'll find heels covered with 
Scuffless “PYRAHEEL” plastic heel covering on “Arch 
Preserver” shoes. Since Scuffless heels won’t check, 
crack or scuff, customers realize they’re a better buy. 
Also note that this pair has those smart, new plastic- 
tipped shoe laces. Write for complete information. 


INC., PLASTICS DEPARTMENT, ARLINGTON, NEW JERSEY 


White Shoe Soap in 
Clever Jar 


An unusual container, consisting of 
a patented duplex double end opal jar, 
is used by Knomark Mfg. Co., Brook- 
lyn, N. Y., in marketing their product, 
Knomark White Shoe Soap. A sponge 


used in applying the soap is in the 
compartment at the bottom of the jar, 
while the top portion contains the 
product itself. There is:a screw cover 
at each end. 

Knomark White Shoe Séap is so 
compounded that it washes the shoe 
clean and at the same time leaves it 


perfectly white when dry. It is said 
to produce the desired effect without 
the disadvantage of putting one layer 
of white on top of another. 


Indiana Travelers Elect 
Committees 


INDIANAPOLIS, IND.—At the regular 
monthly meeting of the Indiana Shoe 
Travelers’ Association, in the Washing- 
ton Hotel, Frank Brown, president of 
the organization elected the following 
committees: Membership, C. P. Bayless, 
chairman; Lee Hirshman, Morris Gold- 
berg and R. F. Grosskopf; entertain- 
ment, M. P. Brugardner, chairman; 
Herbeft’ Smeltzer and W. E. Ratcliffe; 
sick, Edward Johnson, chairman; A. F. 
McCord and Joe Warrender. 

Reading of reports and general busi- 
ness followed the appointments. The 
next monthly meeting will be held 
May 14. 


Alexander Returns to 
Shoe Business 


Los ANGELES, CaLir.—G. E. Alex- 
ander is now men’ s shoe buyer in the 
Mullen & Bluett clothing store, suc- 
ceeding P. D. Quist. Mr. Alexander 
was buyer of women’s and children’s 
shoes in the J. W. Robinson Co. depart- 
ment store for a number of years, then 
resigning to enter the real estate busi- 
ness. 
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Pla Shoes 


“PLA-SHU” 


BROUWER'S Research Last $8. 


pee 24 pairs to the case. 
Popular Hygienic Health 
sent on request. 


Inexpensive All Leather 


lade on new UCO process, no staples. Made over 


coring heel. All others, 
leather abe ventilation. ‘“PLA-SHU” clroular 


MONDL MFG. CO. - - Oshkosh, Wis. 


Children’s B-C: 


Owens SHOE Co. 


Dancing Shoes and Taps 


FLEXIBLE TAP DANCING SHOES 


Obituaries 


George W. Chesborough 


RocHESTER, N. Y.—George W. Ches- 
borough, Rochester shoe manufacturer, 
died at his winter home at Dunedin, 
Fla., recently at the age of 73. He was 
unmarried and is survived by a nephew, 
Louis C. Weld, who has been engaged 
in the shoe business with Mr. Ches- 
borough for a number of years, having 
charge of production and selling in his 
uncle’s absence. 

Mr. Chesborough sold shoes on the 
road for more than 15 years for the old 
firm of Moloney Bros., Rochester. While 
thus engaged, he began the manufac- 
ture of infants’ soft-sole shoes which 
he carried with the Moloney line of 
children’s shoes. The business grew to 
such proportions that he eventually 
gave all his time to his own line, de- 
veloping several patented and branded 
shoes for infants which have a nation- 
wide sale. 

During the past few years he spent 
his winters at his home in Dunedin, Fla. 
He was a member of the Blue Lodge 
of Masons as well as several other 
fraternal orders. 


Arthur Wellington 


Boston, Mass.—Arthur W. Welling- 
ton, who retired as president of the 
United States Leather Co., in 1931, died 
at his Summer home in Weston, Mass., 
recently and was buried from his city 
home, 13 Chestnut Street, this city. He 
is survived by his widow, Mrs. Evelyn 
L. Wellington; a daughter, Mrs. Nich- 
olas W. Danforth of this city; and a 
brother, Louis B. Wellington, also of 
Boston. 

Mr. Wellington was a salesman for 
the United States Leather Co., when it 
was organized in 1893 and gradually 
worked his way to the presidency, 


Goodhve St. | which position he had held for several 


Mass. 


TAP DANCE SHOE 


DAVID T. NATHAN 
138 Lincoln S#., Boston, Mass. 


IN-STOCK 


store here observed the 


larged store. 


Observes Formal Opening 
Racine, Wis.—The Roberts Shoe 


formal open- 


ing recently of its remodeled and en- 


years prior to his retirement. He was 
69 years old. 


Peter V. Kies 


DuBuQuE, Iowa—Peter V. Kies, 50, 
member of the firm of Kies Bootrie, 
Ine., and operator of its store at 1030 
Main Street, died recently following a 
five-day illness of pneumonia. 

Mr. Kies had been associated with 
the retail shoe business all his adult 
life. His first employment was with 
the Bott Shoe Co. in Dubuque and later 
he was with the Bertsch Shoe Co. 

In 1926 the Kies corporation was 
formed with Peter, and his brother, 
John J. Kies, and Joseph J. Bertsch 
as members. The store was located at 
Sixth and Main Streets until this 
Spring when it was moved to the new 
location. 

Surviving Mr. Kies are his widow, 
a daughter and three sons. 
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DURING 
SPRING & SUMMER 


@ 


NAP-SUEDED LEATHER 


Low cost... long wear... 
the ideal nap-sueded leather 
for sport, spectator, and all 
out door wear. Ask your 
manufacturer. 


® 
SLATTERY BROS. 


TANNING COMPANY 
210 SOUTH ST. TANNERIES 
BOSTON, MASS. SALEM, MASS. 


Henry C. Conner 

RAYMOND, N. H.—Funeral services 
were held at the Methodist Episcopal 
Church, here, April 11, for Henry Clin- 
ton Conner, 75, who was connected with 
the shoe manufacturing industry most 
of his life. For some time, he was a 
well known foreman in the local shops. 

A native of Henniker, he came to 
Raymond more than 40 years ago. For 
many years he belonged to the Raymond 
Volunteer Fire Department. He is sur- 
vived by a sister. Burial was in his 
native town of Henniker. 


Edward Lunney 

BEVERLY, Mass.— Edward Lunney, 
former shoe manufacturer, died _re- 
cently at his home in Beverly after a 
short illness. 

Mr. Lunney was born in West Rut- 
land, Vt., October, 1869, and had re- 
tired several years ago from a shov 
company he organized with James F. 
Leahy in Beverly, in a partnership 
under the name of Lunney and Leahy. 
Shoe Mfrs. 


Francis A. Donahue 

LYNN, Mass.—Francis A. Donahu:, 
who died in Lynn recently, aged 6°, 
was for long years a member of W’- 
liams & Clark, makers of LaFrance 
shoes for women. He was at one time 


sales manager. 
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What They Sold for Easter 


[CONTINUED FROM PAGE 40C] 


per cent-of men’s shoes. Black 40 per 
cent. Rougher textures showing gains. 
Increased percentage on blucher pat- 
tern oxfords specifically Norwegian 
fronts. Increased demand for crepe 
soles. Prospects for business during 
next three months about same as last 


PAUL HASSEL 
HASSEL’S SHOE STORE 
CHICAGO, ILLINOIS. 

“Our business showed 35 per cent in- 
crease over Easter week and 55 over 
corresponding 1937 week. Tans and 
varied colors crepe soles showed most 
gains over last year.” 

Rk. B. NAY 
NAY SHOE COMPANY 
WHEELING, WEST VIRGINIA. 

“Reply your letter April 12, Easter 
week, 1938, gain eighteen per cent in 
pairs over Easter week, 1937. One hun- 
dred four per cent in pairs gain over 
corresponding week in April, 1937. 
Copper tone combination gabardine and 
calf, coppertone, blue, black and patent 
leather open toe sandals strong in 
women’s shoes. General demand in 
men’s shoes; no outstanding type. Con- 
sider prospects for next three month’s 
business fair.” 


PAUL 0. KUEHN 
SOUTH BEND, INDIANA. 
“Answering request letter of April 
12, data by percentage. Gain of three 
and one third per cent for Easter 
week, 1938, over Easter week, 1937. 
Gain of fifty per cent over correspond- 
ing week in April last year. Best ma- 
terials in women’s shoes, gabardines, 
kids, calf, combination of suede and 
fabrics, patents. Colors, blues 37 per 
cent; blacks 27 per cent; browns, cop- 
per tans and beige combination 25 per 
cent; whites seven per cent and grey 
four per cent. Patterns: gore pumps 
89 per cent; ties 388 per cent; straps, 
sandals 23 per cent; open toes, punch- 
ing and cut-out style gaining. In men’s 
shoes, calfs 52 per cent; grains 19 per 
cent; cloth and suedes 14 per cent; pig 
10 per cent; kids five per cent. Colors, 
browns 48 per cent; blacks 24 per cent; 
greys 14 per cent; sports 14 per cent. 
Styles, crepe soles and novelties are 
gaining. Expect slight improvements 
in business for next three months.” 


MELVILLE KAUFMANN 
SOMMER AND KAUFMANN 
SAN FRANCISCO, CLIFORNIA. 
“Inaccurate as information must be 
my impression is that the shoe busi- 
ness in San Francisco showed a slight 
increase compared with Easter week 
of 1937 and a sizable increase compared 
With the corresponding week in April 
1937, Ideal Easter weather which had 
been preceded by an unprecedented 


period of rain caused a buying concen- 
tration since April first which was 
quite satisfactory. Blue in calf and 
gabardine, all the various shades in tan 
from burnt straw to cranberry in calf- 
skins and patent leather were the lead- 
ing materials in trimmed and cut-out 
operas and sleeve gores. If I could 
forecast business for the next 90 days 
in my community you can be sure I 
would not continue to be in the retail 


shoe business.” 


IMPERIAL SHOE STORE 
NEW ORLEANS, LA. 


“Impossible to give you figures for 


community, but for our store Easter - 


week was equal to 1937 and was 25 per 
cent ahead corresponding week April, 
1937. In women’s shoes all white in 
kid, buck and pig were leaders with 
sandals and sandal pumps most im- 
portant patterns. In men’s shoes all 
white in buck was the leader with com- 
binations fairly closely behind. Also 
some interest in ventilated white calf 
shoes. Prospects for business in next 
three months in New Orleans favor- 
able.” 


CLAUDE C. HAINLINE 
MILLER & PAINE 
LINCOLN, NEBRASKA. 
“Answering your letter twelfth, gain 
of two to five per cent over Easter 
week, 1937. Gain of six per cent over 
corresponding week in April, 1937. 
Gabardine, patent and calf best selling 
materials in women’s shoes. Colors 
blue, copper and multicolors. No re- 
port for men’s. Prospects next three 
months good with good white business.” 
! 


STEVENS SHOE STORE 
OTTUMWA, IOWA. 

“Shoe business 15 per cent ahead of 
Easter week, 1937. 33 per cent ahead 
of corresponding week in April, 1937. 
Leading materials in women’s: gabar- 
dine, calf, patent. Leading colors :blue, 
copper tones, black. Best selling leath- 
ers in men’s smooth calfskin. Best 
colors black, brown and grey. Best 
lasts: French, medium custom and nar- 
row toes. Crepe soles in brown and 
natural lead in sportswear. Business 
prospects good for next three months.” 


GEORGE J. BUNN 
SALEM, OHIO. 

“Easter report community shoe busi- 
ness eight per cent gain. Same week 
April 35 per cent. Women’s leading 
materials gabardines, calf, patent, 
suede. Colors, blue, black, copper. Pat- 
terns, pumps, sandals. Best leather in 
men’s calf. Best color 80 per cent 
black, 20 per cent brown. Business 
prospects next three months uncertain; 
industrial conditions not improving.” 

[TURN TO PAGE 71, PLEASE] 


(Men’s) Brown Waterproofed Chrome, 
Orthopedic rubber sole, Price $1.55 
(Boys’) $1.45—No. 1007 W. 


Brown Ski Grain, Water- 


ice $1.95 
No. 1000 $1.85—No. 1005 W 


(Wos.) 
1006 


(Men's) Brown Ski Grain Water- 
proofed Chrome, Leather 
Sole, Spring heel, $2.00 

No. (Boys’) $1.90—No. 1006 W 


(Wos.) $1.90 
1002 M 


(Men's) WHITE ELK, White Ort 
sole, $1.75—No. 1008'W 
‘os. ) 


(Men’s) SMOKE ELK, white Ortho 
pedic rubber sole, $1 -75—No. 1003 
(Wos.) $1.65 


IN-STOCK 


Extra Heavy Chocolate Water- 
rome Canoe Moccasin, Price 
1001 B (Boys’) $1.50 


8s) Dark Brown Waterproofed 
with Cuff, Canoe Moccasin. 
ice $1.35—No. 1011 B (Boys’) $1.25 


IN-STOCK 


(Men’s) WHITE ELK, White Ortho- 
soles, wir $1.95 


(Men's) Grained Brown Top Quality 
Chrome, Orthopedic rubber 
sole. rice 

No. 1008 B (Boys’ $1.85—No. 1008 WV 


(Wos.) $1.85 
1009 M 


Men’s) Brown Chrome, 
Grthopedte rubber $1.75 
No. 1009B j{Bovs') $1.65 — No. 
1009 W (Wos.) $ 


N. Y. office, 402- Bldg. 


A. SANDLER CO. 


200 ESSEX STREET, BOSTON, MASS 
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St. Louis Shoes 


CANCELLATIONS 
JOBS AND SAMPLES 


AT A PRICE 


We are the largest distribu- 
tors of top-grade current 
shoes from leading St. Louis 
factories exclusively. 
$6 to $10 shoes to retail 
profitably from $2 to $4 
M. K. WEIL SHOE CO. 
1326 Washington Ave.. St. Louis, Mo. 


The only house of its kind in St. Louis 
WHILE IN TOWN SEE WEIL - - - 


Store Fixtures 


Music New Sales Feature 

MINNEAPOLIS, MINN.— Music is a 
new sales feature of the Allen’s Shoe 
Store in Minneapolis, and according 
to Manager Spivak it is surprising how 
mary young girls do a little turn of 
the Big Apple, just to see how a new 
piece of footwear feels. 
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N.S.R.A. Endorses Work 
of Shoe Fashion Guild 


NEw YoRK—At a recent meeting 
of the board of directors of the Na- 
tional Shoe Retailers Association, a 
resolution was passed endorsing the 
work of the Shoe Fashion Guild of 
America. The resolutions read as fol- 
lows: 

“Whereas the National Shoe Retail- 
ers Association recognizes that the pro- 
tection of original designs is a goal to 
be desired by all branches of the indus- 
try, and that the elimination of design 
piracy can be best achieved by co- 
operation between the various estab- 
lished associations in the industry, and 
their members, and 

“Whereas the protection of such de- 
signs encourages designers and has a 


. tendency to uphold the craft of the shoe 


trade as a whole, be it therefore 

“Resolved that the National Shoe Re- 
tailers Association endorses the effort 
of the Shoe Fashion Guild of America, 
and calls upon all its members to co- 
operate with the Guild to accomplish 
the purposes herein set forth.” 


Purchase Byck Store 


ATLANTA, Ga.—Walter J. Davis and 
Clarence E. Gibbs who started work 
with Byck Bros. Company, Inc., more 
than 30 years ago, recently purchased 
the controlling stock from D. C. Byck, 
vice-president of the firm, and Mrs. 
Arra Belle Sage, owner of the stock of 
the late D. C. Sage, president of the 
firm who died last November. 

Mr. Gibbs entered the employ of the 
company in 1906 as assistant buyer of 
women’s shoes. He has remained in 
that capacity and is also secretary of 
the firm. Previously he started as stock 
boy with the J. M. High Co., rising to 


“Is there any reason why I shouldn’t be 
in style?” 


The Season’s 
TWO HITS in 
ONE— 
CREPE-SOLED 


Genuine Moccasins 
IN STOCK 


You have undoubtedly observed 
how prominently these shoes are 
being displayed in high grade 
shops. Colt Genuine Moccasins 
are outstanding in style, quality, 
and price. Write today for Cata- 
logue M-13 showing these 
And Many Other Genuine 


MOCCASIN INNOVATIONS 
OLT 


ROMWELL CO., Inc. 
STOUGHTON, MASS. 


EST. 1895 


buyer for that company’s shoe depart- 
ment. 

Mr. Davis came with the Byck con- 
cern in 1907, formerly having been with 
the George Muse Clothing Co. He has 
been buyer for the men’s shoe depart- 
ment and also treasurer of the com- 
pany for the past several years. 

Both Mr. Gibbs and Mr. Davis are 
now equal owners of the company and 
will elect officers at the annual stock- 
holders meeting in May. The firm 
marks its 54th anniversary in June. 


Awarded Second Safety 


Certificate 


LYNN, Mass.—The Stritter Shoe Co. 
has been awarded its second Certificate 
of Merit for accident prevention. 

The new certificate is for running 
225,136 man hours without a loss-time 
accident. Since 1935, the company has 
run for a total of 434,536 man hours 
without a lost-time accident. 


Police to Receive 
Custom-made Shoes 


PHILADELPHIA, Pa. — Policemen of 
suburban lower Merion Township won't 
be called flatfeet if Supt. Samuel Gear- 
hart can help it. Gearhart announced 
each of the township’s 110 policemen 
will have his feet examined and will 
be supplied with custom-made shoes 
costing $13 a pair. : 
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| | [Buy THis Book 
1 New, Enlarged Edition 


MORE QUICK HELP FOR SHOE RETAILERS from 
the only book of its kind; an encyclopedia of practica- 
ble, workable ideas for the experienced merchant. 
) Not a theory in this book—all tried and true... 

NOT just another shoe book, but offers the shoe mer- 
chant in addition to the 123 specific shoe promotions, 


= the best ideas from almost the entire retailing field 
for instant adaptation to his particular requirements. 


“2800 RETAILING IDEAS” 


enables you to get into action from the hour 
it reaches your hands. Concise, all “meat,” it 
is ten — boiled cow into one—a time-saver 
for the bi of important 
details ; the most economical promotion you can 
buy. Some of the 89 LONGER CHAPTERS— 


Ideas for Shoe Selling, Display, Stock-keeping 
Advertising Ideas 
Prize, Discount and Gift Ideas 

Unusual and Miscellaneous Ideas 
Management and Economy Ideas 
Merchandising I 
Employer-Employee Ideas 
Ideas That Make Stores More Attractive 
Ideas That Attracted Christmas Crowds 
Ideas for Merchants Who Get Together 
Ideas to Attract Children 
Cash,. Credit and —" Ideas 
Anniversary Sale I 
Spring an Ideas 

oting Contest Ideas 
Mailing List Ideas 


Men pe Boys 


To Meeta 
Growing Demand 


Popular-Priced 


Sizes: 
Men’s 6 to 11 
Boys’ 1 to 6 


No. 1000—Cork sole, 1%” 
clog. Upper of tan 
leather. Also with upper 
of herringbone chevron, 
hopsacking, or linen, in 
navy, rust, maroon, yel- 
low, white or natural. 


No. 1006 — Cork-wedge. 
Upper of herringbone 
chevron, hopsacking or 
linen. in na vy, rust, 
maroon, white or 


39 Longer 
Chapters 
355 Pages 


$3.00 rata 
95 lease re- ore than ideas, a 
‘mit with one used more than pays for the book.- BEACHCRAFT SANDAL CO. 
Cc. Room 712, Marbridge Bldg., New York City 
BOOT AND SHOE RECORDER A. J. SARUBBI, Sales Mgr. 
239 West 39th Street New York, N. Y. Factory: 10-12 Jones St., New York City 
art- 
con- CARL BURGSTAHLER gabardines; colors—blue, black, new 
with What They Sold for F. E. FOSTER & COMPANY tan shades. Oxford types. Black calf 
has Easter CHICAGO, ILL. 75 per cent, brown calf 20 per cent 
yart- “Shoe business during Easter week Sports types 5 per cent for men’s shoes. 
“om- [CONTINUED FROM PAGE 69] in Chicago made a gain about 20 to 30 There is a very early interest in sport 
: per cent. Also a gratifying gain for types of Summer shoes which leads us 
are H. C. VOLLRATH the corresponding week of 1937. Black to believe that we will approach 1937 
and SOuN TAYLOR DRY GOODS co patent, blue calf and gabardine, copper figures for the next three months. This 
tock- ; tan calf were the leading materials and type of shoe fell off with us in 1937 and 
firm KANSAS CITY, MISSOURI. colors sold in their order. Open toes, We believe that there is a consumer 
2. “Shoe business this community shows slip ons, sleeve gore patterns were out- "eed for unusual sports shoes for this 
slight gain over Easter week last year. standing. Prospects for business during Summer.” 
Average around 10 per cent increase the next three months are encouraging. 
over corresponding week in April. Lead- We look for a satisfactory season.” ponnmauaine a 
ing materials and colors in women’s BOSTON SHOE COMPANY, INC. NORFOLK, VA. 
Co. shoes black patent; tan calf; blue calf; LOU ia 
4 2 : ISVILLE, KENTUCKY. Retail business in our community, 
icate black, blue and tan gabardine. Leading a ; ; 
: : Easter week business five per cent aS compared with Easter week, March, 
patterns are stepins and ties. Open ; f 
ning 1 Gaaeeat: tatenes gain over last year. Thirty-five per 1937, showed 5.95 decline. As com- 
ime very lich d- cent gain over corresponding week last pared with corresponding week, April, 
hes on on men’s shoes, light tan and med- April. Materials, gabardines, suedes. 1937, increase of 159.6. Leading colors: 
10urTSs um tan 50 per cent, black 40 per cent, Colors, blue, copper in order named. blue first, copper second, black third. 
sports shoes 10 per cent. Prospects Qpen toe patterns, sixteen eighths heels. Materials: gabardine, calf and patent, 
quite favorable for good business next Prospects for next three months par in order mentioned. Patterns: sleeve 
three months this locality.” with thirty-seven.” gore stepins first, cut-out pumps sec- 
ond, ‘and sandals third. Best selling 
C. M. STENDAL colors, men’s shoes: white 50 per cent, 
a ; e have your letter relative to your Patterns: wing tips 40 per cent, plain 
won't 24 cent annual survey of Easter business and toes 30 per cent, saddles 20 per 
Gear- er Easter last year. 22 percent over we are giving you our own results. moccasins 10 per cent. Dark shoes. 
anced same week in April last year. Mate- Raster week was 10 per cent ahead of French toes 30 per cent, medium cus. 
emen tials, gabardine first, calf second. Col- Easter week, 1937. Easter week was tom 30 per cent, moccasins 15 per cent, 
| will ors, blue first, copper second. Patterns, even with corresponding week a year wing tips 20 per cent, and moccasins 
shoes ties first, pumps second. Expect busi- ago. We were running a removal sale 5 per cent. We expect gradual upturn 


Ress to continue good in this locality.” 


at that time. Materials— leathers, 


in business conditions by Fall.” 
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“It is only natural for men who are con- 
stantly beleaguered by salesmen to adopt 
a mask of sales resistance. Some of us pre- 
tend to be Tough Guys. Others pose as 
Funny Guys. And today a slew of us, ad- 
mittedly grasping at an excuse to defer 
decisions, have adopted the downcast atti- 
tude of the Sad Guy. 


“But all of us have one thing in common 
. .. we hang up our masks of sales resis- 
tance when we pick up BOOT AND 
SHOE RECORDER. We pay subscrip- 
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tion cash for it because it brings us money- 
making ideas suggested by editors who 
know footwear, leather, materials and ac- 
cessories inside and out. 


“We read the advertisements, too, because 
we know that any advertiser in BOOT 
AND SHOE RECORDER is addressing 
his message to us because he has some- 
thing real to offer .. . not because he gets 
editorial ‘puffs’. Those advertisers’ sales- 
men stand the best chance of getting back 
of our protective masks when they call!” 


BOOT AND SHOE RECORDER 


Impartial measurement Authentic facts 
239 West 39th St., New York 
readership analysis 


circulation 
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For Growing Girls 


and Children 
To Meet 
a Growing Demand 
Popular-Priced 
Sizes: Girls’ 3 to 8 
Children’s 10 to 3 
Samples on Request 


CORK SOLE SANDALS 


BEACHCRAFT SANDAL co. 
Room 712, Marbridge Bldg., New York City 
A. J. SARUBBI, Sales Mar. 
Factory: 10-12 Jones St., New York City 


FINEST ee. EVER PRODUCED 


for CALF or KID—free 


CAVALIER—BALTIMORE, MD. 


Easter Business on Par 
with ’37 in Chicago 

CuHIcaGo, ILtL.—After a season of 
rather lagging sales in comparison with 
previous years, Chicago pre-Easter 
sales took a sudden jump ten days be- 
tore Easter and continued to climb so 
that in many cases they far surpassed 
the volume of last year. Some stores 
reported records for the pre-Easter 
week of from 15 to 20 per cent better 
than last year and nearly all State 
street stores expected final tabulation 
to show that they did at least as well 
and in most cases better than in 1937. 

Patent leather continues to be the 
big selling news. Several stores had 
to place rush orders to keep their stock 
up for the holiday. Blue continues to 
be a big seller in patent, calfskin, sum- 
mer suedes, gabardine, mesh and rep- 
tile. Promotion pushes such shades as 
parisian, midnight, sky blue, cornflower, 
royal, placid, marine, smoke and carbon 
blues. Pig is doing well in some of the 
better salons and indications point to 
a good early summer season for it in 
sports wear models. Open toes, sleeve 
gores and open backs still continue in 
demand. The better salons also report 
excellent reception of the draped-type 
sandels. 

Heaviest promotion at present con- 
tinues on patents and the copper and 
tan shades, although Field’s have come 
out already with pastel suedes for pres- 
ent wear in dusty pink, dusty blue, pis- 
tachio green, violet, and yellow. 

Palmer Boot Shop has done extensive 
promotion of their backless patents 
which they feature as “Bracelet Backs.” 

Chas. A. Stevens & Co. in their new 
Shoe Box Debs section, featured patent 
strongly. 

Carson-Pirie-Scott and Company has 
been doing well with ginger pig in 
hes up shoes, belts, gloves, and hand- 

gs. 


To Advertise New Foot Aid 


Boston, Mass.—Advertising in large 
Circulation consumer magazines and 


publications to the trade, commences 
May first for the new “Perfection Air 
Cells,” non-metallic arch cushions. 

The Elastic Tip Co., of Boston, manu- 
facturers of “Air Cells,” announce a 
new colored package and “action” dis- 
play box designed for retail counters. 

Action “shots” in the display, point 
out that Air Cells are designed for 
walkers, workers and those going in for 
sports or just standing all day. A 
slogan intended to emphasize the com- 
fort angle—“walk on leather from heel 
to toe”—is played up on both package 
and display box. 


Reopens Shoe Departments 


RICHMOND, Va.—The dress shoe de- 
partment of the Craddock-Terry plant 
at Farmville, closed since March 9, has 
been reopened. It will give employment 
to about 125 persons who will work on 
a five-day, eight-hour schedule, company 
officials said. 

The work shoe department will be 
reopened on May 2 and will employ 
about 120 persons. 


Caldwell Leaves Shoe Business 


CLEVELAND, OHIO—William R. (Bill) 
Caldwell, veteran Cleveland shoe re- 
tailer, has sold out his Dr. Reed Cush- 
ion Shoe Store at 1930 East 6th Street, 
to Sam Wolf of the. Satisfactory Shoe 
Co., Chicago. Mr. Wolf also purchased 
the Marshalaise Shoe Shop at 423 
Euclid Avenue and moved the stock to 
the East 6th Street address. The busi- 
ness will be continued at that point 
under the old corporate name of Dr. 
Reed Cushion Shoe Co. of Ohio. 
H. E. Sokol, former manager of the 
Marshalaise Shoe Shop, has been placed 
in charge. Both the Dr. Reed and 
Marshalaise lines will be merchandised. 

“Bill” Caldwell retires from the shoe 
business after operating the Dr. Reed 
store for 20:years during which time 
he built up a big special -order shoe 
business with customers all over the 
world. ‘Not only is he well known in 
the health shoe field but he is highly 


regarded by members of the trade gen- 
erally. He is a past president of the 
Cleveland Shoe Retailers Association 
and could be depended upon for co- 
operation in any worthwhile program. 

Mr. Caldwell decided to withdraw 
from the shoe business upon advice 
from his physician after suffering heart 
attacks superinduced by the rigorous 
schedule he kept in giving personal ser- 
vice to customers. He will now give 
his time to the Home Owners List Co., 
an advertising service organization 
which he formed in 1930. Here his 
duties will be less arduous. 

Bill is still receiving letters and calls 
from old footwear patrons. One thing 
he will be remembered for is the guar- 
antee he made to clients. “Wear them 
thirty days and if the shoes are not 
right, they are mine,” he would say. 
His care in fitting made that guarantee 
a safe one. 


“Billy”? Hootkins in Chicage 

Cuicago, ILL.—“Billy” Hootkins, 
Freeman’s popular representative in 
Texas and Oklahoma, made the rounds 
of his friends in Chicago recently en- 
route to Dallas, after several days at 
the factory getting the Fall line-up. His 
Fall trip begins April 25 and his fine 
territory and line making a winning 
combination. 


Organizes New Foot Aid 
Business 


CINCINNATI, OHI0.—Harry Kirchan- 
blatt former president of the Big “K” 
Shoe Mfg. Co., is now operating under 
the name of the H. K. Manufacturing 
Co. He will produce a new type arch 
pad called the “Three In One,” and 
foot correctives of various types. 

-He is also going to manufacture 
pullman slippers, the making of which 
he is very familiar, having made these 
for a good many years. The H. K. 
Manufacturing Co., will also produce 
a number of leather novelties. The line 
will be shown in the territories about 
May first. 
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SALESMAN WANTED 


FOR SALE 


SALESMEN WANTED 


Experienced salesmen with follow- 
ing to sell on good commission as 
side line to the retail and. large 
volume trade direct from factory in 
stock outstanding line of woman's 
sandal and Oxfords to retail at one 
dollar and one dollar and a half. 
First letter must contain e@, €X- 
perience, references, and if you 
travel by auto. Mention other line 
you carry. Territories open: 1, Penn- 
sylvania, Maryland, Washington, 
D. C.; 2, Virginia, West Virginia; 3, 
Ohio, Michigan, Indiana; 4, Minne- 
sota, Wisconsin, Iowa; 5, North 
Dakota, South Dakota; 6, Colorado, 
Utah; 7, Montana, Wyoming; 8, New 
Mexico, Arizona; 9, Pacific Coast. 


Address F-760 
Care of Boot and Shoe Recorder, 
140 Federal St., Boston, Mass. 


Fok SALE—an old established better class 
family shoe store in a fine New York suburb. 
Price is, inventory about $20,000; Cash $12,000; 
balance 24 000 a month. Address F-766, care 
Boot hoe oo 239 West 39th Street, 
New 


SHOE Store for Sale! In mid-town N. Y. C. 
At fraction of original cost, old established 
firm. new beautiful fixtures, stock optional, 
Low Rent. Address F-762, care Boot & Shoe 
apa 239 West 39th Street, New York, 


N. 


SHOE Store for sale. Best location in city 
near Boston. Good lease. Will sell with or 
without stock. Address F-757, care Boot & 
Shoe Recorder, 140 Federal St., Boston, Mass. 


POSITION WANTED 


CED SHOE WINDOW 

ESSER. New Ideas for attractive win- 
ns Ven well recommended. German refugee. 
Willing to go out 8 town if necessary. Address 
F-765, care Boot & Shoe Recorder, 239 West 
39th Street, aoe York. N. Y. 


YOUNG man, 38, experienced Manager, Win- 
dow Trimmer, Advertiser, Sales Promoter, 
and Foot Fitter. Now employed for the past 
four years, with a large Department Store. 
Sixteen years’ experience Department Chain aed 
specialty stores, also road experience. 

Position in Southern states. Address F736, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 


PATTERNS and equipment for a combination 
shoe stretcher that stretches all sizes, lengthens 
and eases the vamp that can be retailed for 
less than $5.00. Very good proposition. Ad- 
dress F-755, care Boot & Shoe a aioe 239 
West 39th Street, New York, 


ALESMAN-—Mid-West. High grade complete 

juvenile stock line. Will permit non-conflict- 
ing side line. Drawing account to man with a 
following. Give complete details. Address 
F-761, care Boot & Shoe 239 West 
39th Street, New York, N. 


TERRITORY Open: Greater Chicago, by well 

known manufacturer producing fast, selling, 
popular priced line of Boys’ and Girls’ Goodyear 
Welts, Welt Stitched, and McKays. Complete 
line carried in stock. Commission basis of com- 
pensation, payable weekly. Territory well estab- 
lished but man chosen must be well known with 
trade, live on territory, and own car. Address 
Box F-758, care Boot & Shoe eet 239 
West 39th Street, New York, N. 


REPRESENTATIVE WANTED. First class 
novelty skins desires 

Agent for Midwestern Shoe gee oly Address 
F-754. care Boot & a Recorder, 239 West 
39th Street, New York, N. Y. 


FOR RENT 


LADIES’ Shoe Department retailing $1.99 to 
$4.99, 5 floor women’s apparel in Minneap- 
olis, Est. 20 years. Live operator will do 
$50,000.00 or more. Bags and Hosiery optional. 
Address F-763, care Boot & Bite Recorder, 
239 West 39th Street, New York, N. Y. 


SPACE FOR RENT—Basement Shoe Depart- 
ment space for lease, by a long established 
Women’s Wear Specialty store, catering to 
popular and medium clientele, in a Michigan 
City of 60,000. Space modern and fully 
equipped, ready for business. Prefer large 
chain operators, retailing women’s shoes from 
$1.95 to $3.95. Address F-764, care Boot & 
1 Rapes 239 West 39th Street New York. 


FOR LEASE 


FoR LEASE—Shoe Department in a Ladies’ 
Specialty Shop. Apply Porter’s, Inc., Brock- 
ton, Massachusetts. 


MERCHANTS’ NEEDS 


SHOE- 
FITTING SYSTEM 
1 INCREASE REPEAT SALES 
Satisfied customers return 
2 ATTRACT NEW CUSTOMERS 
One tells others 
3 — % OF FITTING TIME 
Cut down try-ons 


Write for Descriptive Folder 
and list of shoe factories offering Brannock Devices 


at special cooperative price. 


THE BRANNOCK DEVICE CO. 
SYRACUSE, N. 


WANTED TO PURCHASE 


WANTED to buy small ladies’ ready-to-wear 
and shoe store in Georgia or Florida town 
not over 15,000 population; cash transaction— 
must be cheap. Address F-759, care Boot & 
Shoe 6 egal 239 West 39th Street, New 


York, 


BUSINESS OPPORTUNITY 


Would You Like a Store with 
NO COMPETITION 
in a wealthy community? 
Best Spot in Garden City 


for 
A 
(appr. 

& Peck, Oppenheim Collins, other 
Fifth Ave. stores. 

Henry Lemle 
630 Fifth Avenue New York City 


U CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home ina few weeks. Easy terms 
for training; openings everywhere with 
the trade Log attend to. No capi- 

is to no agency 

Melting. "1884." Address 

Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 


address should be counted. 


CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
mum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 
When a box number is desired twelve words should be added for the address. In all other cases each word of the 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 


Classified advertising is payable in advance. 
(> Advertisements for this page must be in our New York office on Friday of the week preceding publication. “1 | 
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WANTED TO PURCHASE 


MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 


WE BUY 

lus Wholesale Bt Betail 

randed Sho such as 
Walk- Over, Florsheim, Enna-Jettick, 
ity, Arch Preserver, Queen Quali 
tonians, Stetson, Red’ Cross, Nunn-Bush, Ete. 

I BR a: I N RUBIN 
House ef Jobs’’ 
89 heads St., Cor. Church 

Phone Barclay 7-7887 New York City 


Buyers of Surplus Stocks 


ton enti 


QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 


SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 

BARIS SHOE COMPANY, Inc. 


79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180-5181 


SAINT LOUIS 


OVER 50 OF ALL ROOMS $3 50 OR 
LESS SINGLE $5 00 OR LESS. DOUBLE 


Morton’s Open New Store 


PROVIDENCE, R. I.—Morton’s, on April 
1, opened one of the largest shoe stores 
in New England specializing in 
women’s popular-priced footwear, at 
286 Westminster St. The store connects 
with their original store at 170 
Mathewson St. 

The new store features novelty, 
sports and corrective shoes as well as 
hosiery and handbags. For an open- 
ing feature, the firm offered an over- 
night case free with each shoe pur- 
chase. 

The exterior of the store is blue and 
Sand colored vitrolite and the latest 
developments in Neon lighting have 
been used in the store sign. The in- 
terior is in pastel colors. 


ANDERSON 


ACE 


TREE 


Self-Adjusting 
5 SIZES FIT ALL SHOES 


Send for 30- day | Trial pair. 


Play Shoes for Spring 


Wicuita, KANns. — Stepping right 
along with sales of style shoes for 
Easter are the new and interesting 
lines of play shoes shown by local shoe 
retailers. The Spring weather and the 
urge to get outdoors combine to create 
play shoe sales. 

In this connection the main floor shoe 
department of Rorabaugh-Buck’s used 
a picture in the March 26 issue of Boot 
AND SHOE RECORDER to put over sales 
of a new line of play shoes. These 
California hand woven crepe soled ox- 
fords in various color combinations, 
play shoes that really fit and yet have 
plenty of open work, promise to sell 
well throughout the Summer. 

Black patents, chiefly in pumps, have 
been active in Thurston’s shoe salon, 
according to Manager John Long. A 
line of Hollywood play shoes in many 
colors also have caught the eye of the 
younger set in particular. 

The more conservative buyer is go- 
ing in for the darker tones with blue as 
a leading color, declares Frank High- 
land of the Geo. Innes shoe department. 
A combination of wheat linen with the 
new copper tan trim as well as a dark 
blue linen with white trim promises to 
be a big Summer seller. 

Far better than had been anticipated 
is the activity in black patents, sales 
even topping the popular copper tones 
at the Farha bootery. 

By means of window displays and 
the gift of a patented foot exerciser, 
Ned O’Neal of the Jones-O’Neal Shoe 
Co. says business has been stimulated 
in the sales of archlock shoes, a shoe 
designed to give more walking comfort 
to women. Many who have used the 
foot exerciser have returned to the 
store for purchases of a high grade 
walking shoe. 

P. M. Jentsch of the Fair Shoe store. 
reports business for the months of 
January and February as showing a 10 
per cent increase over the same period 
a year ago. John Levin of the Fashion 
Shoe shop reports good business. 

The G. R. Kinney store with B. E. 
Shanon as manager and D. W. Ryan, 
assistant, participating in a nation- 


INCREASE YOUR SALES 
with the original 
SHOE DOCTOR SHRINKERS 


ADDITIONAL SALES are 
made when you obtain the 
confidence of your customers 
by giving those hard-to-fit- 
feet a perfect fit. Our Shrink- 
ing Devices, when used with 
our specially prepared fluids, 
give the proper fit to shoes 
which fit large around the 
top, slip at the heel, or gap 
at the sides. Any fullness 
or wrinkles in leather or 
fabric are easily shrunk 
Curved type tron without harm. 


Send your order or write for detail information. 
Special combination offer $25.00 (fluids in- 


cluded in above prices) f.o.b. Indianapolis, 
Indiana. 


E. C. SMELTZER CO. 
121 E, Sist Street, Indianapolis, ind. 


wide shoe contest reports many cus- 
tomers brought into the store by this 
method. 

“Too many of you women wear 
worn out bedroom slippers doing your 
work around the house,” said Miss 
Emily Conklin, addressing hundreds of 
women attending a cooking school. “Go 
get yourself a pair of comfortable shoes 
and go to work,” she continued. This 
was a tie-up with a nurse’s oxford re- 
tailing at $1.69 at the Rorabaugh-Buck 
basement shoe department. R. Gandal, 
of this department said one day a 
month in newspaper and window dis- 
play was used to promote this type of 
shoe. Since it was now possible to buy 
them in large quantities the promotion 
scheme has proved successful. 

Gray in men’s shoes seems to be more 
popular than it has ever been accord- 
ing to R. W. Chambers, manager of the 
Roy Logan store. 

Low play shoes and dressier models 
in beige and gabardine are reported 
selling in the children’s shoe depart- 
ment at the A. W. Hinkel store, where 
Miss Eva Smith is buyer. 


Stores Cooperate in 
Wildlife Week 


GREEN Bay, WiSs.—Cooperating in the 
observance of Wildlife Restoration 
Week, a group of local merchants, in- 
cluding two shoe stores, gave away a 
wild life stamp free with each 50-cent 
purchase during the week. Shoe dealers 
cooperating included Busch-Tombal and 
Clabots. 
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DATES TO REMEMBER 


Monthly Shoe Buyers Days, Chicago 
Shoe Trave' Association, Hotel 
Morrison, Chicago, 

April 25, 26, 1938 

Fall Showing Shoe Fashion Guild of 
America, Hotel Biltmore, New York 

' May 2, 3, 4, 1938 

Boot and Shoe Travelers Association 
of New York, Beefsteak 
Hotel Roosevelt, New Y City, 
TOM. Ma 

Buffalo Shoe Travelers Association, 
Shoe Show, Hotel Statler, Buffalo, 
May 8, 9, 1938 

Illinois Shoe Travelers and Retailers, 
Annual Convention, Pere Marquette 
Hotel, Peoria, Ill....May 15, 16, 17, 1938 

Southwestern Shoe Travelers Associa- 
tion, Style Show and Market Season, 
Adolphus Hotel, Dallas, Texas 


May 29, 30, 31, June 1, 1938 


Pacific Northwest Shoe Retailers Asso- 
ciation Multnomah 
Hotel, Portland, Ore 

May 30, 31, June 1, 1938 

Midwest Shoe Fair, Netherland Plaza 

Hotel, Cincinnati, Ohio 
June 5, 6, 7, 1938 

Boston Shoe Show, New England Shoe 
and Leather Association, Hotel Stat- 
ler, Boston, Mass...... June 6, 7, 8, 1938 

Annual Convention, California Shoe 
Retailers Association, Hotel Oak- 
land, Oakland, Calif...June 6, 7, 8, 1938 

Iowa Shoe Fair, Iowa National Shoe 
Travelers Association, Hotel Fort 
Des Moines, Des Moines, Iowa 

12, 13, 14, 15, 1938 

Wisconsin Shoe Retailers Association 

25th Annual Convention, Plankin- 


ton Hotel, ee, Wis. 
June 12, 13, 14, 1938 


Michigan Summer Shoe Fair, Pantlind 
Hotel, Grand Rapids. Mich. 
June 19, 20, 21, 1938 
Annual Convention, National Leather 
and Shoe Finders Association, Con- 
gress Hotel, Chicago, Ill. 
June 20, 21, 22, 23, 1938 
Pennsylvania Shoe Travelers Associa- 
tion, Style Show and Convention, 
William Penn Hotel, Pittsburgh, Pa. 
July 10, 11, 12, 1938 


McElroy Joins Block Co. 


INDIANAPOLIS, IND.—Joseph F. Mc- 
Elroy, formerlv connected with Stern’s, 
in New York City, has been appointed 
manager and buver for the Shoe Salon 
of the William H. Block Co. 

Mr. McElroy has had long experi- 
ence in buying women’s shoes, and for 
the last three years has been associated 
with Stern’s in that capacity. He was 
associated with the Walk-Over Stores 
prior to his last connection. He is well 
known in this city. 


Retires from Business 

ELroy, Wis.—L. Lillehammer, who 
has operated a shoe store in Elroy for 
the past 25 years, discontinued his bus- 
iness on April 1. Mr. Lillehammer was 
formerly in business at Black River 
Falis, Wis., and has been making, re- 
pairing and retailing shoes for the 
past 40 years. 
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BOOTS AND SHOES 


ARNOFF SHOE CO., THE, New York 64 
BEACHCRAFT SANDAL CO., INC., New York City..................-- 56, 71, 73 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass..................+--- res 66 
COLT-CROMWELL CO., INC., Brockton, 66, 
CONNELL, J. M., SHOE CO., S. Braintree, 04 
CONNOLLY SHOE CO., Stillwater, Minn... a7 
ENDICOTT JOHNSON CORP., Endicott, N. 4,5 
FRIEDMAN-SHELBY SHOE CO., St. Louis, 18 
GOODRICH FOOTWEAR, Watertown, Mass................--2-eeeeeeee Front Cover 
GREAT EASTERN SHOE CO., Boston, 66 
MILLER, I., & SONS, INC., Long Island City, N. 13 
MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind.............. 15 
MRS. DAY’S IDEAL BABY SHOE CO., Danvers, 54 
ROBERTS, JOHNSON & RAND, St. Louis, Mo.... 8.9 
WEIL, M. K., SHOE CO., St. Louis, 70 
WRIGHT, E. T., & CO., INC., Rockland, Mass...... 53 
LEATHER AND OTHER MATERIALS 
BROWN, CHARLES HENRY & CO., New York City...............----.005- 38, 39 
COLONIAL TANNING CO., Boston, 1 
DEWEY & ALMY CHEMICAL CO., Cambridge, Mass................--+++++- 34, 35 
EAGLE-OTTAWA LEATHER CO., Grand Haven and Whitehall, Mich...... 3rd Cover 
GALLUN, A. F., & SONS CORP., Milwaukee, Wis............ 45 
LEVOR, GC. CO. INC. New York City... 0.0... 23 
LUCIUS BEEBE & SONS, INC., Boston, Mass... ............0000¢eeeeeeeeeeeee 60 
OHIO LEATHER CO., Girard, Back Cover 
RUEPING, FRED, LEATHER CO., Fond Du Lac, Wis..................+- 2nd Cover 
SLATTERY BROS. TANNING CO., Boston, 68 
SURPASS LEATHER CO., Philadelphia, 49, 54 
MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 
CAVALIER CORPORATION, Baltimore, 3 
COMPO SHOE MACHINERY CORP., Boston, Mass. l 
DU PONT, E. I. DE NEMOURS & CO., INC., Arlington, N. J.................. 12, 67 
UNITED LAST COMPANY, Boston, Mass......... 65 
UNITED SHOE MACHINERY CORP., Boston, Mass................-.+++ 14, 58. 59 
STORE EQUIPMENT AND ACCESSORIES 
ANDERSON, A. R., & CO., Arlington, N. rt) 
HOWELL MFG. CO., St. Charles, Tl... . 70 
INTERNATIONAL SEAT CORP., Chicago, 64 
SHOE FORM CO., Auburn, N 55 
SMELTZER, E. C., CO., Indianapolis, Ind......... .......... ‘ 7 
WIZARD COMPANY, St. Louis, Mo.......... - 
MISCELLANEOUS 
BARIS SHOE COMPANY, New York City........ 
KIRSCH-BLACHER CO., INC., New York 5 
NEW ENGLAND SHOE & LEATHER FAIR, Boston, Mass................ Ride « - 6 
STEPHENSON LABORATORY, Boston, 
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in 


sandals for 


children 


Sun-toes,” 
J. Edwards & Co. call these sparkling Sno-White Patent sandals, which 
are popular with dealers because new last design reduces the necessary 


number of widths from four to two. Popular, too, for juveniles of all ages 
from infants to the teens, because sparkling Sno-White patent leather is 


so economical and easy to keep clean. 


COLONIAL TANNING COMPANY, BOSTON, MASS. 
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SPAULDING COUNTERS fit the last exactly 


like this—inside and outside — heel-seat, 
quarterand shank. 
No resistarice! No 
strain on your cus- 
tomer's heel! 


ORDINARY COUNTERS... 
meet the last only halfway — like 
this. They have to be pulled into 
place — meaning tension and 
strain on your customer's heel! 


Z AN OLD IDEA... 
‘Foreing SOMETHING TO FIT 


Strange so many manufacturers apply the principle of old- 
fashioned corsetry in fitting the counters of their shoes. By limiting 
sizes they strain and pinch and force the shoe into a size which is 
actually different from the last on which it is made. 


Spaulding relies on no such slip-shod method. Every manu- 
facturer using these counters works with a greater range of sizes 
—(the ratio is six to one in many cases). His counters are made on 
steel moulds which are exact duplicates of the original lasts. There’s 
no trying to fit a 4B counter on an 8C last. His shoes are, therefore, 
better fitting—better wearing, too, with snug back-parts which 
stand up under the hardest wear. It will pay you to talk this over 
with your manufacturer. Yes, it will really pay if figured in terms 


of satisfied customers who “repeat.” 
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OTHER PART OF THE SHOE MEANS SO MUCH .. . AND 


9258—Men‘s White 
Elk Bal Oxford, Grain 
Inner, crepe sole and 
heel, Goodyear welt. 
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fypes sport 


The average male is pretty well ‘sot in his ways.” He prefers wing tips or 
straight tips. He likes crepe soles or leather soles. He wants two-tones or all- 
whites. And if you haven't a selection to show him he'll go to another store 
that has. Here's a single line of quality sport welts that includes every impor- 
tant type men want. And you needn't invest in a heavy Summer inventory to 
have these saleable shoes on hand. Order sizes NOW on these eight styles 
... and RESIZE FROM STOCK as you sell! With Endicott Johnson's fast in- 
stock service behind you, you should not lose a single sport welt sale from 
now through the end of Summer! 


AIRY PERFORA- 


9237—-Men's White TIONS 
9241—Men‘s White Buckite Bal, wing tip, 9215—Men’s White . 
Elk Blucher Oxford, grain inner, oak sole, Elk Ventilated Bal, 
grain inner, crepe ruber heel, goodyear gain inner, oak sole, 


sole and heel, good- welt. 7 


9214—Same in Black. 
9218—Same in Two- 
Tone Tan. 


All patterns illustrated are IN 


three great warehouses. 
types TODAY from 


9258 9241 9237 9215 
CREPE SOLES SMOOTH, WHITE 
C,D—6/11 .....§2.50 /11. rubber heel, good- 
9256—Same in Tan. year welt. B, C, D— 
; $239—Same in Tan. $213—Same in Tan. 
( 
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WING TIPS 
9225—Men's White 
Buckite Bal, Tan wing 
tip and foxing, oak 
sole, grain _ inner, 
leather heel, good- 


STRAIGHT TIPS 
9229—Men‘s White 
Buckite Bal, Grain in- 
ner, oak sole, leather 
heel, goodyear welt. 
B, C, D—6/11. . .$2.00 
9230—Same with 
gray tip and foxing. 
9231—Same with tan 
tip and foxing. 


WHITE AND TANS 
9236—Men'’s White 
Buckite, Bal, tan tip 
and foxing, oak sole, 
grain inner, rubber 
heel, goodyear welt. 
B, C, D—6/11.. .$2.00 
9233—Same in White 
Buckite. 


TWO-TONE GRAYS 
9223—Men's Two-Tone Gray 
Bal, wing tip, oak sole, grain 
inner, leather heel, goodyear 
welt. B, C, D—6/11.....$2.00 
9224—Same except White 
Buckite with gray tip and fox- 
ing. 


STOCK for fast shipment from 
Order these eight important 
your nearest warehouse. 


ENDICOTT, N. Y. « ST. LOUIS, MO. «© NEW YORK CITY 
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“EVERYBODY 


INCREASE SUMMER PROFITS WITH THIS 
-FAST-SELLING WHITE SHOE CLEANER! 


not to rub off— 
or double your money back!” 
That’s the promise Shinola White 
Shoe Cleaner makes. And that’s 
what can help you to increase your 
white cleaner business this summer! 


Make Shinola White the keynote 
of your shoe dressings display 
during the hot months . . . and 
watch the sales pile up! Customers 
know this nationally advertised 
white shoe cleaner. And they know 
that Shinola’s guarantee means 
what it says! They'll buy .. . if you 
show them you have ShinolaWhite 
by displaying it prominently. Re- 
member—Shinola always sells! 


DISPLAY SHINOLA FOR BIGGER PROFITS! 
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GERBERICH-PAYNE, 
THE MOST POPULAR LINE OF BOYS’ SHOES IN AMERICA 


A COMPLETE LINE OF 


BOY SCOUT = cia 


“SHOES: 


Our beautiful, new catalog featuring Official Boy 
Scout Shoes is now ready, perfectly timed to reach 
National you to get those extra sales during June, July and 


Starts 


June Ist TEN specially designed, new shoes for immediate 


shipment, just in time to supply the demands of Boy 
Scouts and all boy campers when the big push starts 
July Ist... . 


An advertising campaign starting with a full page in 
: two colors in the June issue of Boys’ Life, and with 
iii = subsequent insertions in Scouting, the Scout Leaders 
| ’ Now In-stoek magazine, and the Boy Scout Handbook. 300,000 
S | Boy Scouts will see this ad, right at the time when 
they are equipping themselves for the Summer camp- 
ing period, and will hike double quick to your store 
looking for these shoes. So Be Prepared. If you 
have not received this catalog yet, and the full story, 

write or wire Gerberich-Payne now. You've no time — 

Official Scout Dress to delay if you want your share of this business. 


Oxford—926 Black— 
928 Brown — Boy's 


 $2.65—Big Boys’ $3.15 


GERBERICH-PAYNE SHOE COMPANY 


Most Popular Line of Boys’ Shoes In America 
3 See MOUNT JOY - - - PENNSYLVANIA 
Official Scout Brown Elk Mocca- Marbridge Building—New York City 


sin lined, with Raw-cord sole 


$2.65—Big Boy’ Makers of ity and GB) Shoes for Boys 
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with these— 


FOOT REST NATIONALLY ADVERTISED 
| SENSATIONAL GALL LINE 
: Now being shown. Same F. pot ‘ort, with new styles, ma- 
IN STOCK tos 
Lys 
Kripponde rf 
FOOT REST 


SHOE 


BILTMORE (Modified O, Toe) B1322— BILTMORE (Open Toe) B1425 — White 
White kid, step in, orated through, 18/8 step orated 14/8 $4,590 $°750 
heel, AAAA-B to 9, $4.00: Same, wood heel, AAAA-B to,9, $4.00; BI426— To 
te Summerlin cloth, $3.90; B1408 white tan calf saddle, 
Seine, wheat linen, lieht tan tan calf saddie, tan covered heel, $4.00. 


tan covered heel, 


PATSY (Gore) B1316—White kid, perfor- 
ated through, 17/8 heel, AAAA-C to 10, 


HARRIET B1326— White Beaubuck - ZETA (Open Toe) B1287— White kid, 
sleev: 18/8 heel, AAAA-B to heel, 
fore orated through; light tan calf calf tip gore, 18/8 $4.10. A Bloor = 15/8 


Write for catalog of 21 in-stock white shoes Stock Terms . . . 2% 30 Days. Net 60 Days 


THE KRIPPENDORF-DITTMANN COMPANY, CINCINNATI, O: 


[8] 
| CURVE, 
- ALDON (Gore) B1318— White kid, 17/8 WOODCREST (Soft Toe) B1277— White 
| mom 


